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Confidence Begets 
Business 


Confidence is by far the greatest asset an insurance company 
can own. It is apparent in the increased desire of the agency 
force to be of more value to their company. It is also noticeable 
in the policyholders, who have learned to trust the company. 


But, why should both agents and policyholders have this great 
confidence in their company? The agents have learned, through 
many experiences that the company is eminently honest. It is 
fair. It will go out of its way for an agent. It will help him 
dig his toes in and produce satisfactory results. Is it any won- 
der then that policyholders place confidence in the agent and 
his company? They recommend friends to this agent because 
they trust him to recommend a satisfactory life insurance program. 


Central Life Insurance Company 


OF ILLINOIS 
OTTAWA, ILL. 


Operates in Illinois, lowa, Minnesota, South Dakota, 
Texas, Michigan, Nebraska; Missouri and Kansas 


» 


ry, 
A Le 











HALEY FISKE, President 


Incorporated by the State of New York. 


A Mutual Company. 
FREDERICK H. ECKER, Vice-President 
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Business Statement, December 31, 1922 






































ES Pe a ee ee ee eT Er Perr eter $1,259,850,325.23 
More than those of any other Insurance Company in the World 
i hig be de bavide diene weewe ees 144,267,300.69 
More than that of any other Insurance Company in the World 
 oGigki 5a nates nn caade Mie au aueneae ws aes bean eae 1,198,366,913.98 
ad os Seek Ean id ol USC ELE eae hho heeed Raeahes awe 61,483,411.25 
i ie ii i Oe eee od othe ee blew sees «0's 340,668,301.30 
More than that of any other Insurance Company in the World 
a Fh eee mene e wn 38,685,601.91 
More than that of any other Insurance Company in the World 
Total Insurance placed and paid for in 1922........................ 1,802,110,686.00 
More than ever placed in one year by any Company in the World 
Se 801,849,118.00 
} More than that of any other Company in the World 
Number of Policies in Force December 31, 1922.................... 27,384,445 
More than that of any other Company in the World 
Number of Policy Claims paid in 1922..... A eee eae ee sada oa 365,276 
Averaging one claim paid for every 24 seconds of each business day of 8 hours 
Payments to Policyholders averaged $803.81 a minute of each business day of 8 hours 
Dividends payable to policyholders in 1923......................... 20,809,398.56 
Insurance Outstanding 
ORDINARY (Insurance for the larger amounts, premiums payable 
annually, semi-annually, quarterly or monthly) .............. $4,395,324,118 
More than that of any other Company in the World 
INDUSTRIAL (Premiums payable weekly)........................ 3,412,232,839 
TOTAL INSURANCE OUTSTANDING........................... 7,807,556,957 
More than that of any other Company in the IVorld 
GROWTH IN TEN-YEAR PERIODS 
Year Income for the Year Assets at End of Year Surplus at End of Year Ste ee pm oo Year 
1882 $ 1,354,267.69 $ 2,002,464.13 $ 379,907.13 341,632 $ 43,245,752 1882 
1892 13,307,811.45 16,506,282.22 3,674,516.49 2,719,860 310,767,876 1892 
1902 43,336,283.61 89,168,790.55 10,351,338.02 6,976,651 1,219,166,427 1902 
1912 106,786,073.52 397,913,442.71 34,842,971.65 12,837,042 2,604,966,102 1912 
1922 340,668,301.30 1,259,850,325.23 61,483,411.25 27,384,445 7,807,556,957 1922 
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CROCKER OPPOSED TO 
AGENTS’ EXAMINATION 


President of John Hancock Mutual 
Defines Position on State 
License Laws 


GOOD FAITH ESSENTIAL 


Holds It Is Much More Important in 
Life Insurance Than Agent’s 
Knowledge of Business 


BOSTON, MASS., Feb. 27—President 
Walton L. Crocker of the John Han- 
cock Mutual Life, in response to the 
question, “Does your company favor a 
license law for agents requiring a state 
board of examination?” made the follow- 
ing statement, which is of especial in- 
terest because of the strong position of 
the John Hancock Mutual and President 
Crocker’s recognized ability as an ex- 
ecutive: 

“The John Hancock is not in favor 
of a law which would require a state 
board of examination. We favor the 
present law of Massachusetts, which we 
understand is also the law of a number 
of other states. This requires that the 
applicant shall be one of good stand- 
ing in the community, who intends to 
hold himself out in good faith as an in- 
surance agent. We approve the methods 
adopted by the insurance department 
to ascertain whether the agent is quali- 
fied under such a law. This company 
is willing to comply with the provisions 
of such a law. 

“We do not think that any state ex- 
amination or any standard requirements 
as to experience or knowledge of the 
business are of very great value, com- 
pared with the provisions above set 
forth. We do not understand why the 
fire interests, who sponsored the good 


aith law in the first place, have aban- 
doned it. 


Knowledge Not Main Factor 


“In the life insurance business an ap- 
Plicant’s knowledge is not the sole or 
main determining factor as to whether 
he would be a success as an agent or 
not. The main questions are: Will he 
work? Is he ambitious? Is he adapt- 
able? Does he intend in good faith to 
80 into the business and try to make 
a success of it? If he so intends, and is 
a suitable person, having good standing 
in his community, then he is acceptable 
. the company and will be licensed by 
the state. But such a person, no mat- 
ter how desirable as an agent, might be 
denied a license by a board of exami- 
nation under arbitrary requirements as 
to knowledge on technical points. 

, aie other hand, it seems to us 
“a 4 »€ quite possible for an applic- 
did . omy with knowledge tests who 
a ss intend to act in good faith as 
h aparance agent and who really 
should not be licensed. 

Favers “Good Faith” Basis 


on appears to us that one trouble in 
S W ole Situation is that some insur- 
(CONTINUED ON PAGE 27) 





GRIZZARD RELICENSED 
DIFFERENCES ARE ADJUSTED 


Will Continue to Advertise Banking 
Depository in Michigan but Makes 
Other Alterations 


James A. Grizzard, head of the 
Grizzard System, was in Lansing, Mich., 
this week in connection with some ex- 
ceptions the state insurance department 
had taken to his advertising material. 
Commissioner Hands of Michigan had 
ruled that no company or agency would 
be licensed that had a banking connec- 
tion in the sale of life insurance. The 
Grizzard system advertises a banking de- 
pository in every city in which it oper- 
ates. The policyholders merely pay 
their premium deposits to the bank. 
The matter was adjusted satisfactorily 
so that the Grizzard System continues 
its plan of advertising a banking deposi- 
tory. About a month ago the insurance 
commissioner objected to some of the 
details in the Grizzard advertisements. 
Mr. Grizzard readily acceded to the 
suggestion of the department and made 
the changes immediately in newspaper 
advertisements. There was a _ large 
amount of circular advertising that was 
out, which of course could not be im- 
mediately recalled. This has been 
changed now, however, in accord with 
the wishes of the department. Mr. 
Grizzard was accompanied at the hear- 
ing by W. T. Emmons of Detroit, sec- 
retary-treasurer of the Grizzard Michi- 
gan organization, and Attorney Clyne 
of Detroit. 


No Mystery About Plan 


Mr. Grizzard in an interview stated 
that there is no mystery about his plan 
of writing insurance. It is open and 
above board in every respect. He says 
that he is thoroughly orthodox in his 
methods. If there are any details to 
which exception is made by any state 
insurance department he is ready to 
adjust them. Mr. Grizzard’s attorney 
has assured him all along that his adver- 
tising in no way conflicted with the 
Michigan law. However, Mr. Grizzard 
assumed a broadminded attitude and 
acquiesced to the desire of Commis- 
sioner Hands that some features in the 
advertising be eliminated which, how- 
ever, do not affect the main principle. 

Mr. Grizzard has a letter from the 
Ohio insurance department commend- 
ing his plan and stating that there has 
been no complaint received at the de- 
partment concerning it during the time 
that it has been in operation in the 
state. 

Letter From Ohio 

B. W. Gearheart, who recently retired 
as Ohio insurance superintendent, wroy 
Mr. Grizzard under date of Jan. 13, last 
as follows: 

“Answering your communication re- 
garding the sale of. life insurance in 
Ohio in the method employed by you 
and known as the Grizzard System, I 
would advise that, as I understand it 
your plan was thoroughly investigated 
by my predecessors here and approved. 
I myself have been in touch with the 
activities of you and your associates for 
the last two years. I find you have 
conformed strictly to the laws of Ohio 
and have conducted your business with 





SCHOOL AT ST. LOUIS 
SUMMER COURSE TO BE GIVEN 


Griffin M. Lovelace Will Conduct Sales- 
manship Classes for Nine Weeks’ 
Period, Beginning June 11 


Following negotiations that began 
last summer, the St. Louis association 
has arranged with Griffin M. Lovelace, 
director of the life insurance training 
course at New York University, to hold 
a school of life insurance salesmanship 
in St. Louis during the summer of 1923. 

Enrollments are being completed, and 
it has been decided to open the school 
June 11. The course will run for nine 
weeks and will be the same as the course 
now being given by the faculty of the 
New York University life insurance 
training course. While Mr. Lovelace 
was director of the school of life in- 
surance salesmanship at Carnegie Tech, 
he conducted summer schools in 1921 
and 1922 at San Francisco and Los An- 
geles, respectively, with the assistance 
of the Carnegie Tech faculty. 

The trustees of the St. Louis summer 
school are Warren G. Flynn, general 
agent of the Massachusetts Mutual; E. 
J. Burkley, manager of the Phoenix 
Mutual; Ira W. Fischer of the North- 
western Mutual, and Jay Allen Fiske, 
a manager of the Aetna Life, all of St. 
Louis. 


WRITES BIG GROUP BUSINESS 


Equitable of New York Reports 
$48,000,000 New Paid for Insurance 
On Group Plan 


The Equitable of New York reports 
group business for 1922 with the total 
of $48,000,000 of new paid for group in- 
surance, an increase of 50 percent over 
the $31,000,000 of 1921. The total group 
business in force increased from $376,- 
000,000 to $403,000,000, a net gain of 7.4 
percent. The Equitable credits the in- 
crease to general improvement in indus- 
trial conditions as well as a renewed 
interest in group insurance among the 
agents. 


Considerable additional business on 
old customers was secured by extend- 
ing the coverage under these groups by 
including new units (branches, sub- 
sidiaries, offices, warehouses, etc.) con- 
trolled or operated by the original com- 
pany but not previously covered; or by 
increasing the insurance plan to provide 
larger amounts for the employes already 
insured. 


Detroit Life to Increase Capital 


Directors of the Detroit Life have 
called a special meeting of the share- 
holders for March 15 for the purpose 
of increasing the capita! stock. The 
company on Feb. 15 paid a cash divi- 
dend of $1.50 a share on its outstanding 
stock. 


a regard to the ethics of the life insur- 
ance business. So far as I know there 
have been no dissatisfaction among the 
companies which you have represented 
nor persons to whom you have sold 
policies of insurance.” 





UNION CENTRAL LIFE 
AGENTS CONVENTION 


Big Attendance of Field Men and 
Officials at New Or- 
leans Rally 


MANY TALKS WERE MADE 


Field Men Present Valuable Points to 
Press in the Presentation of 
Life Insurance 


NEW ORLEANS, LA., Feb. 
The annual of the Union 
Central Life was held here this week. 
It was one of the most enthusiastic con- 
ventions ever held by the company. 

The home office representation was 
large. Most of the principal officers 
were on hand and took part in the dis- 
cussions. Included in the list were 
President John D. Sage, Vice-President 
George L. Williams, Vice-President 
John W. Pattison; R. F. Rust, secre- 
tary; J. R. Clark, Jr., treasurer; William 
Muhlberg, medical director; Charles 
Hommeyer, superintendent of agencies; 
E. E. Hardcastle, actuary; Tucker Car- 
rington, auditor; W. O. Pauli, assistant 
medical director; Jerome Clark, assist- 
ant superintendent of agencies; J. R. L. 
Carrington, assistant actuary; H. L. 
Burgoyne, assistant counsel, and Judge 
Clarence Murphy, chairman of the ex- 
ecutive committee. 

The splendid program was 


28.— 


convention 


entirely 


worked out by a committee of general 


agents, consisting of T. H. Daniel, E. 

H. Andrews, James W. Smither and O. 

G. Price, assisted by Charles Hom- 

meyer, superintendent of agencies. The 

sub‘ects discussed are indicated by the 

following outline of the program: 
Monday, Feb. 26 


Convention called to order. 

A Message from the President. 

Echoes from Last Convention: 

What We're Doing with What We 
Got. 

Increased Policy Values 

Increased Surplus Interest. 

Our New Endowments. 

The Service Bureau. 

Reinsurance and Substandard Insur- 
ance, 

Sales Advantages of— 
Total and Permanent 
Double Indemnity. 

Address: “The Life Agent's Contribu- 

tion to Society.” 
Tuesday, Feb. 27 

Sales Talks and Demonstrations: 
Corporation and Partnership Insur- 

ance, 
Covering 
Taxes 
Monthly Income Policies. 
Delivering Additional Policies. 
Present and Future Demands for Farm 
Loans. 

Advantages of Farm Loan Investments 
to Life Department. 
Address: “Basic 

Life Insurance.” 


Wednesday, Feb. 28 
Third Business Session 
Key Note—“Know Your Business.” 


Disability. 


Estate and _ Inheritance 


Factors in Selling 
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Life Insurance Schools—What They 
Offer the Agent, 
The Agent's 

Read. 
Settlement Options and How to Use 
Them, 
Address: “The Judge’s Charge to the 
Jury in Case of ‘Insurance vs. Wills.’” 
Adjournment. 


Book Shelf—What to 


Certificates of Commendation 


At the luncheon on Tuesday, certifi- 
cates of commendation for extraordi- 
nary personal service were presented to 
each of the following producers, who 
paid for $500,000 or more of insurance 
in 1922: B. A. Wiedermann, San An- 
tonio, Tex., $1,000,000; B. S. Sasse, San 
Antonio, Tex., $800,000; S. Howard 
Swope, Cincinnati, $700,000; Frank A. 
Cotharin, Chicago, Ill, $600,000; Frank 
Boehm, New York, N. Y., $600,000; R. 
R. Jennett, San Antonio, Tex., $600,000; 
Joseph Gross, New York, $600,000; S. 
M. Folsom, San Francisco, Cal., $500,- 
000; D. Allen Gates, Jr., Little Rock, 
Ark., $500,000. R. A. Sasseen, New 
York, N. Y., $500,000; T. F. Hethering- 
ton, San Antonio, Tex., $500,000; J. H. 
Ullman, Cincinnati, O., $500,000. 

Special recognition was also given 
to the agents with a total business of 
38 or more productive weeks since Feb. 
13, 1922; also to agents with a consecu- 
tive basis of 38 or more productive 
weeks since February 13, 1922. 

Address by Judge Orbison 


Charles J. Orbison, judge of the su- 
perior court of Indianapolis, Ind., de- 
livered a most inspiring address on 
“The Judge’s Charge to the Jury in 
Case of ‘Insurance vs. Wills,’” ai the 
closing session, which was most en- 
thusiastically received. 

James W. Smither, manager at New 
Orleans for Louisiana, deserves much 
credit for the entertainment provided 
for the visiting guests. 

The entertainment features included a 
luncheon Monday noon in the Grune- 
wald Cave followed by an automobile 
ride through New Orleans, terminating 
at the Southern Yacht Club on Lake 
Ponchartrain, where an informal dinner 
dance was held. During the dinner, 
Mrs. Marie Lydia Standish, wife of H. 
S. Standish, assistant manager of the 
Chicago agency, who is the daughter of 
a prominent New Orleans family, ap- 
peared in a few recitations from her 
large repertoire of unique medieval leg- 
ends and story songs, which for charm, 
interpretative insight and artistic merit 
enjoy a nation-wide reputation. Each 
of the ballads and stories, dating from 
the 15th century to the early 19th, was’ 
accompanied by an appropriate con- 
temporary musical theme, and in each 
Mrs. Standish wore the costume of the 
period, re-creating the manners and 
spirit and almost the very people of the 
picturesque middle ages. On Tuesday 
a luncheon was given at the Louisiana 
restaurant, followed by a two hours’ 
boatride on the Mississippi river, along 
the New Orleans water front. Tuesday 
evening the members of the convention 
dined according to their individual 
wishes, then attended a theatre party. 


Opening of the Meeting 


With the singing of “Dixie” and other 
tuneful melodies, the convention got off 
to a good start Monday morning and 
a high spirit of enthusiasm ran through 
all the session up to the close Wednes- 
day. The 47 states in which the Union 
Central operates were represented by 
approximately 400 delegates, many of 
whom were accompanied by their wives. 
The mornings were given over to busi- 
ness sessions at which many highly in- 
teresting and instructive addresses were 
heard, the very elaborate features tak- 
ing up the afternoons and evenings. 

A brief but warm hearted welcome 
was extended the Union Central clan 
by the genial host, General Agent James 
W. Smither of New Orleans. A most 
happy response was made by President 
ohn age. In his opening address 
President Sage was most gracious in 
expressing appreciation of the splendid 
accomplishments of the men in the field, 

(CONTINUED ON PAGE 28) 














MODERN PRACTICES IN LIFE UNDERWRITING 


An Address Made by Mr. Stevens Before This Week’s Meeting of the 
Chicago Association of Life Underwriters 


BY R. W. 
Vice-President 





now since the force of circumstances 

made it necessary that I look to the 
business of life insurance for my live- 
lihood and my career. 

Frankly, when fate decreed that I 
should become a life insurance agent, I 
knew nothing about the business other 
than that I had but little respect for it. 
The opportunity was not for me, as it is 
for the present generation, to be taught 
the fundamentals of the business which 
I was entering, nor to have the inspira- 
tion which comes from knowing about 
its high purposes and astounding 
achievements. 

1 did not then know, as I now know, 
that, measured by its benefits to hu- 
manity, life insurance stands second 
only to the Christian religion that it has 
done more than all gifts of impulsive 
charity to foster the sense of human 
brotherhood and common interests; that 
it is founded on the golden rule of 
religion, “Bear ye one another’s bur- 
dens.” 


|: is more than a quarter of a century 


IGH-HANDED methods predomi- 

nated in those days over high- 
minded men. “What do you want for 
it?” was more in the prospect’s mind 
than “What do you offer?” Advantage 
to purchaser rather than consideration 
for beneficiaries was the keynote, as I 
sensed it. “Get the business—honestly 
if thou canst—but get the business!” was 
the driving force behind the agent. Re- 
bating was the rule; misrepresentation 
was encouraged. Twisting was not even 
complained of, and the constantly 
changing allegiance of agents was meas- 
ured by dollars. 

While to my inexperienced eye the 
business of life insurance seemed unat- 
tractive and sordid, yet I soon discov- 
ered many beauty-spots which were 
gradually being extended through the 
efforts of splendid loyal men of high 
purpose who were lifting the business 
as a whole to a higher place in the pub- 
lic esteem. 

For the improved commercial and so- 
cial standing of the insurance solicitor 
as compared with his standing some 
years ago great credit is due the life 
underwriters’ associations of this coun- 
try. 


HE agent is no longer looked upon 

with suspicion. He has by reason of 
his intrinsic worth and utilitarian char- 
acter of his business compelled recog- 
nition to the point that many of our 
great universities have established 
courses in life insurance for his special 





R. W. STEVENS 
Vice-President, Illinois Life 





STEVENS 
Illinois Life 


benefit and for the preparation of young 
men entering this important field. 

If our occupation is not a learned pro- 
fession it is at least one of the most 
dignified and respected of commercial 
callings. 

Next to “Service,” the biggest word in 
the business of life insurance is “Con- 
servation,” though to my way of think- 
ing each of these words in its fullest 
sense includes the other. Service well 
rendered means conservation of the in- 
terests served, and conservation clearly 
implies loyal, careful service. 

Close students of the life insurance 
business cannot fail to have observed the 
fact that there is an evident reaching 
out both on the part of the companies, 
their agents and agency organizations 
toward higher, nobler and _ broader 
standards of life insurance service and 
conservation and protection of the inter- 
ests of all those whose lives are touched 
in any way by this great institution of 
life insurance. 


Le tendency, movement, state of 
unrest, or whatever term best fits the 
situation to which I refer, finds concrete 
expression on the part of the companies 
in the introduction of new forms of m- 
surance contracts designed with the sole 
purpose of rendering to the people even 
greater service along the lines of life 
iusurance protection than was ever be- 
fore dreamed of; and from the agent’s 
side the tendency is manifested by the 
movements, some partially effective, 
others sporadic, of agents’ organizations 
and associations to regulate, control and 
ultimately eliminate certain evils which 
have for so many decades infested the 
life insurance business considered from 
the selling side. 

In particular, I refer to the agitation 
against misrepresentation, rebating and 
twisting. As regards each of these three 
evils of differing debasement much has 
been and is to be said on all sides, and 
certain of our states have passed specific 
legislation aimed at their suppression, 
though we are not able to say that the 
legislative remedies which have been ad- 
ministered have effected any very notice- 
able cure, due, perhaps, to the fact that 
too many of us have been indifferent 
to law enforcement. 

Of all the evils that infest the busi- 
ness of life insurance, that of twisting is 
the most reprehensible and to be con- 
demned because the success of the 
twister’s efforts depends almost entirely 
upon his ability to undermine the con- 
fidence of some policyholder in the 
stability and integrity of some life in- 
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ISAAC MILLER HAMILTON 





President, Federal Life, Ill. 





CHICAGO AGENTS HONOR 
ILLINOIS COMPANIES 


Local Association of Life Under- 
writers Holds “Illinois Com- 
panies’ Day” 





OFFICERS WERE SPEAKERS 


Isaac Miller Hamilton, R. W. Stevens 
and Walter Webb Addressed 500 at 
Monthly Meeting of Association 


Last Monday was “Illinois Compa- 
nies’ Day” for Chicago life underwrit- 
ers, the Chicago Associatien of Life 
Underwriters so designating its noon- 
day banquet in tribute to the Illinois 
company officers present and on the 
program and to the several Illinois and 
Chicago companies that have estab- 
lished Illinois as a home office state and 
Chicago as a home office city. President 
Darby A. Day of the Chicago associa- 
tion had arranged a program devoted 

(CONTINUED ON NEXT PAGE) 








surance company, and to discredit some 
clean conscientious agent on the grdund 
that he has sold the wrong kind ot 
policy. 


ISREPRESENTERS of life insur- 

ance policies and rebaters of life 
insurance premiums are properly subject 
to the discipline and the displeasure oi 
all those who are earnestly and honestly 
interested in elevating the great business 
of life insurance to that pinnacle of re- 
spect and reverence to which this busi- 
ness, honorably conducted, is justly en- 
titled; but insurance organizations can 
well afford to entirely forget those two 
classes of malefactors, neither of whom 
are rich, until such time as by reason oi 
their concerted efforts they have 
stamped out that greatest and most 
destructive evil—the twister—and it is 
with the sincerity of the deepest convic- 
tion that I say to you that any associa- 
tion of life underwriters that fails to put 
unequivocally and unqualifiedly the 
stamp of disapproval and contempt upon 
the agent who assails the policy of one 
legal reserve company in order to i- 
duce a policyholder to surrender his 
policy and replace it with a new one in 
another company is untrue to the ideals 
of our business, and its members are 
unworthy of the confidence of either 
policyholders or companies whose joint 
interests they are pledged to honorably 
serve. 








WALTER WEBB 
Supt, Agents, National Life, 
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(CONT’D FROM PRECEDING PAGE) 
entirely to company men, President 
Isaac Miller Hamilton of the Federal 
Life, Vice-President R. W. Stevens of 
the Illinois Life and Walter Webb, su- 
perintendent of agents, National Life, 
U. S. A., being the three speakers of 
the day. The body of 500 life under- 
writers present showed its appreciation 
of the company men and the three 
speakers each expressed their apprecia- 
tion of the cordial attitude and coopera- 
tion shown by all men in the field. 


President Hamilton Spoke 


Isaac Miller Hamilton, president of 
the Federal Life of Chicago, was the 
first speaker, drawing much from per- 
sonal reminiscence in connection with 
the development of life underwriting in 
the city. Mr. Hamilton expressed his 
appreciation for the regard and respect 
shown his company by rate book men 
and officials of other companies. He 
said that this typified the trend of ,mod- 
ern development of life underwriting, 
today the general relation being coop- 
eration and good-will. He said that 
discourtesy to anyone else in the life 
insurance business was a thing of the 
past. Mr. Hamilton then enlarged upon 
the great service being rendered by 
those engaged in the life insurance bus- 
iness, saying that no line of business 
can be conducted without insurance, 
but that especially life and accident and 
health insurance are absolutely indis- 
pensable. He said that the service ren- 
dered in connection with these three 
forms of personal insurance is greater 
than with all other forms of insurance. 
In this connection Mr. Hamilton criti- 
cized the practices of casualty claim 
departments, especially referring to an 
automobile property damage claim that 
he had attempted to close without suc- 
cess for 90 days. He said that such 
handling of a claim or of any matter 
brought up by a policyholder or claim- 
ant would be unknown to personal in- 
surance offices. Mr. Hamilton urged 
all life underwriters to devote more 
time to the conservation of business, 
this being seen by him as the most im- 
portant phase of life insurance sales- 
manship. He said that the great thing 
for the agent to do is to persuade his 
Prospect to take the insurance with the 
idea*of keeping it in force, protecting 
those that need the protection. He 
closed with a tribute to Mr. Day, pres- 
ident of the association, and said that 
it was such meetings as that before 
which he spoke that built greater coop- 
eration, good-will and friendship among 
all those in the business. 

Vice-President R. W. Stevens of the 
Illinois Life then gave his address, 
which is printed in full on another page 
of THe Nationa UNDERWRITER, carrying 
to the agents present an earnest mes- 
sage of the modern mission of life un- 
derwriting from the viewpoint of one 
who has grown up in the Chicago field 
to his present eminent position among 
company executives. Mr. Stevens es- 
pecially condemned the practices of 
twisting and rebating as the most dis- 


astrous to the firm foundations of the 
business, 


Walter Webb’s Talk 


The last speaker was Walter Webb, 
Superintendent of agents for the Na- 
tional Life, U. S. A. another of the 
younger company executives who has 
Won up in the Chicago field. Mr. 

ebb opened his talk with a word of 
*PPreciation to the two who preceded 
- o the Program, for the aid that 
pd ad given him, together with many 
pore in the field in his early days, in 

~ ishing his faith in the business and 

‘at Ermingtion to succeed. Mr. Webb’s 
re was largely on selling methods, 
‘ Ng up the question from the angle, 
today were to start anew in the field 
ance ic th e said that of first import- 
a b the ability to get out every day 
oon © a day’s work—one phase of the 
by = that is all too often slighted 
that ite pnderwriters. Mr. Webb said 
~ An - first place, on starting anew, 
~ uld use only the direct method 
PProach. Then he would train 








OVERLOOKED PRINCIPLE OF INVESTMENTS 





L. MORTON of the Prentice-Hall 
I tax staff has contributed to “Tax 
* Topics” an interesting article on 
“An Overlooked Principle of Invest- 
ments.” Mr. Morton deals with actual 
instances to show how insurance is nec- 
essary from the inheritance tax stand- 
point. He says: 

“So much publicity has been given to 
the estates of millionaires that many 
people believe only the very wealthy 
need worry about inheritance taxes. 
They have read of the enormous death 
duties levied upon the Woolworth es- 
tate. They have heard it said that the 
tax on the estate of Henry C. Frick 
amounted to nearly $10,000,000. It 
should be remembered, however, that 
the moderate fortune of a man leaving 
from $100,000 to $250,000 is subject to 
depletion in just the same manner. 
Proportionately, such an estate may be 
his even harder. 


Smaller Estates Affected 


Mr. X of New York City was consid- 
ered by his neighbors to be a very pros- 
perous business man. He was quite 
contented with the world and with him- 
self. He owned his home and had other 
property amounting to $250,000. A 
very close friend had once said, “Surely, 
X’s family will never be in want, for he 
will leave them plenty with which to 
get along comfortably when he is gone.” 
If anyone had asked Mr. X, “Have you 
ever figured out how large an inheri- 
tance tax your estate will have to pay?” 
he would have felt highly flattered. His 
reply would have been, “Only the own- 
ers of very large estates are bothered 
with such problems.” Inheritance taxes 
did not worry him. 


Illustration Is Given 


_ But inheritance taxes would have ser- 
iously worried his estate, as an insur- 
ance agent pointed out to Mr. X. To- 
gether they prepared this list, showing 
just how Mr. X’s holdings would be 
divided: 
Net Estate: 
Real and personal property in 
CR ESS $ 50,000 


Securities of A. Corporation.... 100,000 
Securities of B. Corporation.... 50,000 
Securities of C. Corporation.... 50,000 
eo See ere $250,000 
Beneficiaries and shares: 
, $150,000 
eh, sas 100,000 
Inheritance taxes: 
Federal Estate Tax...... $ 4,000 
St SE 6560s 4c oeaeeee 5,850 
sin eile eae & bhatt 1,400 
DE etvbhedeaia 66Senwe 1,990 
Pe naeaguvee an wih 1,100 
ed hard eases ieee & tet tn-s ee 2,970 
Pennsylvania ............ 5,200 


GUORSS . accccccesececcocces 4,410 
Nerth Carelima ...ccccses 1,340 
South Carolina .......... 590 
VIPBERIR ccccccccceccccces 1,000 


Total inheritance taxes. $29,850 
Net estate less inheritance taxes. $220,150 


Prospect Was Much Surprised 


It is needless to say that Mr. X was 
much surprised. His feeling of content- 
ment Was somewhat dampened. But 
not for long. The agent had prepared 
another statement as follows: 

Transfer holding in A., B., and C, Cor- 
porations to D., E., and F. Corporations; 
imsure his life, in favor of his wife, for 
$50,000; divide his estate as follows: 

Net Estate: 


Real and personal property in 
Meow Week Gtate .ccosceccevecs $ 50,000 
Securities of D. Corporation.... 100,000 
Sécurities of E. Corporation.... 50,000 
Securities of F. Corporation.... 60,000 
DINED acces deh Wuctodcceses 50,000 
\ fk ne ee $300,000 


With the assets arranged in the fore- 
going simple manner, the estate would 
be divided as follows: 


WUD: sececesuvess $200,000 
RTOS ccccccccsn 100,000 
Inheritance taxes: 
Federal Estate Tax....... $ 4,300 
BOW? BOGE ccccnnscasccees 5,850 


Total inheritance taxes.$10,150 
Net estate less inheritance taxes. $289,850 
ey GS Geiacécctesesacels 69,700 


Advantages of Pian 


Advantages of second plan over first: 

(1) Increased size of estate, 

(2) Lower inheritance tax. 

(3) Lower administration expenses be- 
cause of less detail in settling es- 
tate. 

(4) Cash available at death to pay 
taxes and administration expenses 
as well as to bridge over period re- 
quired on settlement of estate. 

(5) Insurance permits Mr. X to keep his 
capital invested during his lifetime. 


How Problem Was Worked Out 


Although designated by A., B., C., D., 
E. and F., actual corporations have been 
used in the computation. The numer- 
ous taxes in the first plan are due to the 
fact that corporations A., B. and C. are 
incorporated in several states which 
levy an inheritance tax on the estate of 
a non-resident decedent holding securi- 
ties of a domestic corporation. Corpora- 
tions D., E. and F., used in the second 
plan, are incorporated in states which 
do not exact such a tax. 
Here is how this problem was worked: 
(1) All the property comprising the es- 
tate was listed. 

(2) The taxability of the property was 
determined. 

(3) The beneficiaries and their relation- 
ship to decedent were listed, 

(4) The tax was computed. 

—all by means of the simple Inheritance 

Tax Service. 





= 





himself along financial lines to make 
the approach in an investment manner. 
He said that he would read up every- 
thing of worthwhile authorship on in- 
vestments and _ financial operations. 
Such an approach would be out of the 
ordinary, would fall in line with the 
average man’s line of thought and en- 
able the agent to meet all emergencies. 
He said that the average man, though 
always interestetl in financial matters, 
knows practically nothing of invest- 
ments and thus is easy to lead through 
such an interview. It-enables the agent 
to bring out the picture of life insurance 
as the greatest investment of all time, 
in addition to the great protection of- 
fered. Mr. Webb outlined the advan- 
tages of life insurance as compared with 
stocks and bonds according to the ten 
rules of measurement of investments, 
showing the life policy supreme in all, 
except possibly ‘one, that of rate of re- 
turn on investment. Mr. Webb’s next 
suggestion was that the agent have 
something to say when he goes into an 
office, say it and then stop. He said 
that too few know when to stop and 
consequently lose many sales by over- 
talking. He said that an objection is 





no more than an opening by which the 
agent can close the case and that ac- 
cordingly the agent should grasp each 
objection as a possible close. In clos- 
ing, he stressed the importance of each 
agent having a financial program of his 
own, if he expects to sell one to others. 

In addition to the company men on 
the program, guests were: Alfred Clo- 
ver, chairman of board, and Dr, Blair, 
medical director, Public Life; M. F. 
Bozinch, president, Providers Life; and 
A. E. Johnson, superintendent of agents, 
Chicago National Life. Invitations had 
been extended to all afficers of all Chi- 
cago companies, but the others could 
not be present. Vice-President Robert 
E. Lay of the National Life, U. S. A., 
was originally on the program, but was 
called out of town: 





Moves Home Office 


The Commonwealth Life of Omaha 
has moved its home office from the 
Omaha National Bank building to-the 
second floor of the Standard building 
at 1915 Farnam street where it will be 
less cramped for space in light and 
pleasant quarters. 





“ANTI TWISTING” BILL 
NOW UP IN ILLINOIS 


Legislation Proposed to Wipe Out 
Practice in the 
State 


IS ADMINISTRATION BILL 


Drawn Up by Superintendent Houston 
and Presented by Insurance Commit- 
tee Chairmen—Strong Backing 


SPRINGFIELD, ILL., Feb. 26—The 
Illinois fight against “twisting” is now 
opening in earnest in Springfield. The 
“anti-twisting” bill promised last sum- 
mer is taking form, an administration 
bill having been introduced last week in 
the Illinois general assembly. The bill 
is fostered by the insurance department 
and follows closely the form suggested 
by the Superintendent of Insurance, 
Thomas J. Houston, in a speech before 


the Chicago Association of Life Under- 
writers last summer. Representative C. 
L. McMackin, chairman of the house in- 
surance committee, introduced the bill 
in the house last week and Senator Kes- 
singer, chairman of the senate insurance 
committee, will present it to the sen- 
ate. 
Prohibits All “Twisting” 

The bill prohibits any misrepresenta- 
tions or incomplete comparisons in the 
selling of life insurance and the induc- 
ing or tending to induce a policyholder 
to lapse, forfeit or surrender his policy 
to take out a policy in another company. 
It prohibits the company from delivering 
a’policy until it has first caused an in- 
quiry to be made of the applicant as to 
whether it is a replacement. The com- 
pany is prohibited from paying any rep- 
resentative, employe or agent any com- 
mission or other compensation on ac- 
count of such insurance placed, issued or 
delivered. A penalty of not less than 
$500 or more than $1,000 is provided for 
each offense on the part of the company 
or its officers and not less than $200 or 
more than $500 for each offense on the 
part of any agent, representative or em- 
ploye. It is further provided that the 
director of trade and commerce shall 
suspend or revoke the license of the 
agent upon evidence of the violation of 
any act. Such revocation of license is 
to be subject to review by the circuit 
court of Sangamon county. Superin- 
tendent Houston has led a long fight 
on “twisting” and this proposed legis- 
lation is his contribution to the cam- 
paign against this practice, drawn u 
as a final cure for the evil. It has teet 
in it and is backed by the associations 
of life underwriters and company of- 
ficials who are interested in wiping out 
all traces of “twisting.” Provisioa is 
made for the review of the superin- 
tendent’s action regarding licenses by 
the circuit court, so that the objection 
commonly raised as to the extreme au- 
thority granted the superintendent is 
met. 

Wording of Proposed Bill 


The exact wording of the bill, which 1s 
“an act to regulate soliciting, issuing and 
delivering policies of life insurance; and 
to provide penalties for violation there- 
of,” is as follows: 

Section 1. Be it enacted by the people 
of the state of Illinois, represented tn the 
general assembly: That no agent of any 
life insurance company, and no person, 
cepartnership, association or corporation, 
acting in behalf of any such agent, shall 
make any misrepresentations or incomplete 
comparisons, or suppress any fact ma- 
terial to a complete comparison, of or 
concerning policies of life insurance, oral, 
written, or otherwise, to any person in- 
sured in any life insurance company for 
the purpose of inducing or tending to in- 
duce a policyholder in any life insurance 
company, to lapse, forfeit or surrender 
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his policy of life insurance therein and 
to take out a policy of life insurance on 
the same life ih another life insurance 
company. 

Sec. 2. No life insurance company au- 
thorized to do business in this state shall 
issue or deliver herein any policy of life 
insurance until it has first caused due in- 
quiry to be made of the applicant for such 
insurance policy for the purpose of ascer- 
taining whether such policy is to replace 
other insurance on the same life carried 
in any other life insurance company and 
has so ascertained. 

Sec. 3. No life insurance company au- 
thorized to do business in this state, or 
officer, director or agent thereof shall pay 
to any representative, employe, agent or 
other person, and no such representative, 
employe, agent or other person shall ac- 
cept or receive from any such company, 
or any other source, any commission or 
other compensation on account of any 





policy of life insurance issued or delivered 
in this state if such policy is to replace 
other life insurance on the same life car- 
ried in any other life insurance company. 
Sec. 4. Any company or officer or di- 
rector thereof violating any of the pro- 
visions of this act shall be subject to a 
penalty of not less than $500 nor more 
than $1,000 for each offense, to be recov- 
ered in any court having jurisdiction 
thereof in an action brought in the name 
of the people of the state of Illinois by 
the attorney general or by the state’s at- 
torney of the county in which such viola- 
tion occurs, said penalty when recovered 
to be paid into the county treasury of the 
county in which such recovery is had. 
Sec. 5. Any representative, employe or 
agent of any life insurance company, or 
other person violating any of the pro- 
visions of this act shall be subject to a 
penalty of not less than $200 nor more 
than $500 for each such offense to be re- 





covered and paid as provided in section 4 
of this act. 

Sec. 6. Upon evidence, satisfactory to 
the director of trade and commerce, of the 
violation of any of the provisions of this 
act by any agent of any life insurance 
company or by any person, copartnership, 
association or corporation acting in behalf 
of any such agent, the director of trade 
and commerce shall suspend or revoke the 
license of such offending agent; and the 
director of trade and commerce shall have 
the right, in his discretion, to refuse, for 
a period not to exceed one year thereafter, 
to issue a new license to such offending 
agent. ° 

When a license shall be refused or sus- 
pended or revoked, the action of the di- 
rector of trade and commerce shall be sub- 
ject to review by the circuit court of 
Sangamon county. 

Sec. 7. All acts or parts of acts in con- 
flict herewith are hereby repealed. 





FIGURES FROM DECEMBER 31, 1922, STATEMENTS 





LIFE COMPANIES 





Admitted Net New Bus. Ins. in Force Gain in Prem. Total Paid Total 
Assets Capital Surplus Pd., 1922 Dec. 31,’22 Ins.in Force Income Income Policyh’drs Disb’mnts 
Equity Life, 

Mont. scale 116,402 $104,000 $ 1,072 $ 365,000 $ 633,000 $ 73,500 $ 17,032 $ 26,099 $ 66 $ 26,617 
J. mancock.. 268,075,903 .....- 18,980,519 250,402,524 1,668,847,668 123,259,471 56,879,911 69,822,177 25,432,584 43,015,973 
Modern Life, 

Minn, .... 174,426 100,000 20,657 3,717,500 4,245,000 3,717,500 161,392 175,016 5,000 125,428 
United L.&A. 2,495,805 500,000 265,746 10,145,854 32,838,166 2,222,072 943,341 1,092,213 345,451 790,312 
West. Nat... $31,673 225,000 50,635 5,124,053 12,005,345 1,637,943 391,093 659,723 46,393 514,840 





WALTER G. PRESTON, Vice-President 


Tue Bankers RESERVE LiFe COMPANY 


HOME OFFICE, OMAHA, NEBRASKA 


ROBERT L. ROBISON, President 


RAY C. WAGNER, Sec’y and Treas. 


JAMES R. FARNEY, Vice-President 





FINANCIAL STATEMENT, DEC. 31, 1922 








RESOURCES ° LIABILITIES 
State, County, Municipal and yom” _ Net Legal Reserve......... Se re eta ae $10,484,240.00 
Bonds ...... PRE Aaa -vy eer 080.65 . ‘ 
First Mortgages om Real Estate........ . 1,228,800.00 Dividends Left with Company..........- 228,357.24 
Loans to Policy Holders............--- . 2,577,718A44 Death Claims Reported, no proofs....... 39,968.65 
Real Estate PPUTTTTTITITL 209,368.46 Unearned Interest, Premiums paid in ad- 
Renewal Premium Notes.........------- 161,067.92 vance and other items................. 197,871.60 
teil ite ae Ria ol Capital Stock Paid up.................64. 100,000.00 
Accrued Interest on Securities........... 96,572.44 Policy Dividends Calculated for 1923.... 463,020.77 
Premiums in Process of Collection...... 94,732.73 Unassigned Surplus ...............+..++- 1,351,937.72 
Tata’ ..cccscsseccces Aebebvacds ‘ .$12,865,395.98 DE <Vecscndabiesanvaseraeesstaawal $12,865,395.98 
RECORD OF 1922 

Gain in Admitted Assets...........-.-++++: eae (Mea LAeea teen $ 1,111,126.52 

Bonds and Mortgages Owned............. 0. scecseeceeeeenseneeeeeresserss 9,145,880.65 

Business Issued and Revived...............:scceecesectenseceeesoeeereseeees 17,555,000.00 

Paid Policyholders and Beneficiaries..... ‘icp heenhalehsh her anenaes evan 1,285,674.65 

Aggregate Interest Income. .........----+00+sseeeeeeesereeserreeseeeeeeeeees 617,367.55 

Legal Reserve Protecting Policyholders.............c:sseeeteceeeeeseseeees 10,484,240.00 

ey ae eer eee eee cecccccccccss 08,500,008.60 


Business in Force... .........-sseeeeeeeeeeees 





A SOLID, CONSERVATIVE COMPANY 











SECURITY LIFE INSURANCE CO. OF 


O. W. JOHNSON, President 


AMERICA 


INSURANCE IN FORCE DEC. 31, 1922 , ; . $41,327,797 
Assets ; 3 ; ; : , ; ‘ 5,137,209 
Payments to Policyholders since Organization te ; 4,065,756 


Exclusive General Agencies for. Minneapolis, St. Paul and Duluth, direct with the Company. 
Openings for General Agents and Managers in Fifteen States 


Address S. W. GOSS, Vice-President and 
Manager of Agencies 


ROOKERY, CHICAGO 


REINSURES BUSINESS 


—_—_—_— 


INDIANA NATIONAL SELLS OUT 


Missouri State Will Take Over the 
Indianapolis Company as Soon as 
Commissioners Approve 





The Missouri State Life of St. Louis 
will reinsure the business of the Indiana 
National Life as soon as the contracts 
which have been drawn up have been 
approved by the insurance departments 
in the states concerned. Commissioner 
McMurray of Indiana has asked the 
Indiana National to submit copies of 
the reinsurance agreement to him so 
that he can forward them to the other 
states in which the company is operat- 
ing for the approval of the commis- 
sioners. 

The affairs of the Indiana National 
have become somewhat entangled since 
the purchase of the control of the com- 
pany by the Hawkins Mortgage Com- 
pany of Portland, Ind. The Hawkins 
Mortgage Company, shortly after the 
purchase of the control, sought to trans- 
fer some securities on deposit with the 
Indiana department and exchanged with 
them other securities. Commissioner 
McMurray objected to this move and 
also to the attempt to move the home 
office from Indianapolis to Portland. It 
is understood that in the latter move, 
President C. D. Renick cooperated with 
the Indiana department. 

_ The Indiana National was organized 
in 1906 and has grown from a paid-in 
capital of $53,400 to a capital of $210,000 
in 1921, the contributed surplus aggre- 
gating at that time $498,419. The growth 
of the Indiana National has been marked 
by the reinsurance of a number of small 
companies, including the Central Union 
Life of Indiana, the Anchor Life of 
Indiana in 1915, the Beacon Life of 
Indiana in 1915 and the Liberal Life of 
Indiana in the same year. The Lexing- 
ton Life was also reinsured. The fig- 
ures of the company in its Dec. 31, 
1921, statement show that insurance in 
force at that time was $15,828,372. The 
company operated in eight states, Ala- 
bama, Arkansas, Georgia, Illinois, In- 
diana, Kentucky and Michigan. 


Will Pay Stockholders $250,000 


According to Thomas F, Lawrence, 
vice-president of the Missouri State 
Life, that company would take over the 
insurance, admitted assets, liabilities and 
surplus of the Indiana company, paying 
the stockholders of that organization 
approximately $250,000 for their hold- 
ings. 
The Indiana National on December 
31, last, had $2,750,000 in admitted 
assets and about $15,400,000 of insur- 
ance in force. And as the contract calls 
for taking over the company as of that 
date it would give the Missouri State 
Life more than $400,000.000 of insurance 
in force at the close of last year. 
Supt. Ben C. Hyde of the Missouri 
department has fixed March 22 as the 
date for the hearing in his state, at 
which time the superintendent and two 
commissioners appointed by him will 
pass upon the proposed deal. 





Would Show Reasons for Rejection 

A Missouri bill that has a huge kick 
to it is one introduced by Senator Farris. 
It stipulates that any insurance com- 
pany that declines to issue a life policv 
to an applicant must furnish the said 
applicant in writing the reasons on 
which the rejection was based, together 
with copies of all confidential reports 
received touching on said application 
and the names of the person or ner- 
sons furnishing said information. And 
the bill further provides that any data 
obtained concerning a rejected applicant 
must not under anv circumstances be 
furnished to any other insurance com- 
pany. At the senate committee hear- 
ing on this bill W. E. Reeder, attorney 
for several life insurance companies. 








protested against it. 
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General Attorneys Attorney 


H. M. MINIER N. B. WILLIAMS 
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Annual Statement, Dec. 31, 1922 


ASSETS 
EE ED ns deacendaneeéeenwendéeniel $1,884,722.26 
REESE SE NER ny ae eee ee 951,133.60 
cca g te tk eit eae ho cud bs 6 cabwleww ah 135,000.00 
Cash in Banks at Interest.............c000. 520,915.70 
I i Ea 102,768.21 
Policy Loans and Premium Notes Within 
SEE: UA ee OP lee 1,013,301.14 
Net Uncollected and Deferred Premiums 
ES cc nceaudacesdaneseue 53,257.75 
Total Admitted Assets........,........ $4,661,098.66 
LIABILITIES 
Policyholders Reserve ............seeeee0. $2,986,013.82 
Unearned Interest and Rents Paid in Ad- 
NE ees ccs wae mud oaeie hee 6 ie 46,012.91 
DEL citi kod net nsabhnce de baecudenimacedé 44,673.58 
St nn nn, cegeedsetenseaneucks 8,252.39 
CED CONE en celnces vecsdeceda $820,000.00 
DE co Fed eeckacetdwerceteees 756,145.96 
Total Surplus for Protection of Policy- 
PES 25 os Cavichd eikuuekesawhances 1,576,145.96 — ‘ 
a cea eesel $4,661 ,098.66 . Home Office Building 
EXCERPTS FROM STATEMENT 
Insurance in Force. .....seccecses $23,098,061 .00 Total Admitted Assets............. $4,661 ,098.66 
Increase in Insurance in Force.... 2,362,695.00 (Gain during 1922: 9.4 per cent) 
(Gain during 1922: 11.4 per cent) Total Premium Income............ 720,048.04 
New Insurance Issued During 1922 5,088,412.00 (Gain over 1921: 8 per cent) 


(Gain over 1921: 7.0 per cent) TOUR BRAG oo ceed de ic csccccccgues 1,116,106.16 
(Gain over 1921: 17.3 per cent) 


Total Payments to Policyholders since Organization, $1,646,484.15 








One Million Dollars deposited with the Treasurer of the State of Texas for the protec- 
tion of policyholders which is the largest similar deposit ever made in Texas 


i nn 


W. B. BRAZELTON 


Brazelton Lumber Co. 
OFFICERS R. T. DENNIS 
R. T. Dennis & Co. 
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The 
LIBERTY LIFE 
INSURANCE COMPANY 


LIBERTY LIFE BUILDING 
TOPEKA, KANSAS 


Economy with efficiency was the vital point in mind 
when The Liberty Life began business. At no time has 
this principle been departed from, with the result that this 
Company has made a sound and stable growth in keeping 
with our expectations. 

Although dividends paid by our company to policy- 
holders have been larger than those paid by other com- 
panies, during a like period, our Surplus has steadily in- 
creased. 

During the first two dividend paying years The Liberty 
Life of Kansas paid $39,980.00 more in dividends to its 
policyholders than was paid by any other Life Insurance 
Company during a similar period. Of the three Companies 
paying the next largest amounts in dividends during their 
first four years, one had a slightly larger amount of Insur- 
ance in force, and the other two companies had practically 
the same amount of Insurance in force as The Liberty Life. 

During the year 1922, The Liberty Life collected more 
in renewal premiums on business written during our first 
twelve months than was collected on the same business 
during the year 1921; thus showing more reinstatements on 
this business in 1922 than there were lapses, surrenders and 
death losses combined. ; 


WE BELIEVE THIS IS AN UNPRECEDENTED 
RECORD 





Financial Statement as of December 30, 1922 


ASSETS LIABILITIES 
Mortgage Loans ....$514,480.00 Reserves, Life ..--.. $579,671.18 
Liberty and Munici- Reserves, Accident 18,524.32 
OO MORES s cecccss 210,933.41 Taxes, Current Bills, 
Cash on Hand and in i ER SE 2,233.92 
MS 4<cseebaae 48,628.75 Premiums Paid in 
Policy Loans ....... 34,960.74 Ne 1,911.21 
Accrued Interest 13,996.99 Interest Paid in Ad- 
Deferred Premiums ee 1,017.12 
re Pe a 33,694.30 Claims in Process of 
Other Assets ....... 31,548.08 Adjustment (Acci- 
— oc eek 6,629.85 
Gross Assets: ....... $888,242.27 = All Other Liabilities. 16,695.54 
Non Admitted As- Capital Stock 200,000.00 
SD Gedcadedeaie 3,815.93 Re SOS ages ~— 
A ae OE. sean cnceeds 57,743.20 
Total Admitted As- eae 
BE vssssennuaus $884,426.34 Total Liabilities . . $884,426.34 
a I Iii ocins cncsvesccvessensiend $125,000.00 
Assets December 31, 1919............... $136,102.51 
Assets December 31, 1920............ $274,574.30 


Assets December 31, 1921. ....... $501,531.35 
Assets Dec. 30,1922 . . $888,242.27 


Insurance in Force Dec. 30, 1922 . $12,822,200.00 


Now operating in Kansas and Nebraska. Will enter 
other Western States soon. Exceptional opportunities for 
a few capable, aggressive and progressive agents. If inter- 
ested, write the Home Office. 








THE PERFORMANCE of The Liberty Life In- 
surance Co. is A RECORD OF PROMISES KEPT 




















STODDARD’S STATEMENT 
ON NIAGARA LIQUIDATION 


Effective Work of Department in 
Preventing Loss to Policy- 
holders Is Told 





METROPOLITAN REINSURES 





Niagara Business Taken Over By Big- 
gest Company — Marcino Being 
Sought By Police 





On Feb. 24 in the supreme court of 
Erie county, N. Y., Judge A. G. Hinkley 
signed an order which authorized 
Francis R. Stoddard, Jr., superintendent 
of insurance to take possession of the 
property and liquidate the assets of the 
Niagara Life and as part of such liqui- 
dation to transfer the policyholders to 
the Metropolitan Life. After the judge 
signed the order. Superintendent Stod- 
dard issued the following statement: 

Full Protection 


“The policyholders of the Niagara 
Life are to be congratulated because 
of the order signed by the court. The 
effect of the order is to permit the rein- 
surance in the Metropolitan Life of the 
policies now held in the Niagara. At 
the present time it seems probable that 
the policyholders under the reinsurance 
agreement with the Metropolitan will 
obtain their full protection. In other 
words, in one way the policy-holders 
may be said to be better off than they 
were before, for the reason that instead 
of being insured in a company with 
only $2,000,000 of assets they will be 
insured in a company which has about 
$1,254,000,000 of assets. 


Heard of Marcino’s Record 


“Several inaccuracies have appeared 
in the papers which I wish to correct. 
After Mr. Marcino had purchased con- 
trol of the Niagara Life the New York 
insurance department heard rumors to 
the effect that he had had a bad 1¢cord. 
These statements were general in their 
character. The New York department 
has no right to liquidate an insurance 
company because a stockholder is said 
to be dishonest, even though that stock- 
holder may own a majority of the stock. 
Certain grounds for liquidating an in- 
surance company are set forth in Sec- 
tion 63 of the insurance law and the 
department was not able to take over 
the company until one of these grounds 
mentioned in the law existed. At the 
time this information was received by 
the department, the Niagara Life had a 
surplus, and there existed no reason 
for taking it over. The seriousness of 
liquidating a life insurance company 
should be appreciated when one realizes 
that many of the policyholders are old 
or in impaired health and cannot, there- 
fore, obtain other insurance. When a 
fire insurance company is liquidated 
the policyholder can easily obtain in- 
surance in other companies, but this 
is not true of a life company. The 
life-time savings of the policyholders 
may be swept away and untold suffer- 
ing result because of the hasty action 
on the part of an insurance department, 
which in the case of life insurance com- 
panies should liquidate only when the 
need exists. When rumors came to the 
department concerning the character of 
Mr. Marcino the department at once 
determined to eliminate him from any 
participation in the affairs of the com- 
pany. The department could not legally 
deprive him of the ownership of stock, 
which he had bought and paid for, but 
the department could use its moral 
suasion to prevent the directors from 


| electing him to any office or from con- 


tinuing as director. 
“On Oct. 20, 1922, Mr. Marcino re- 





signed as director because of the pres- 
sure of the department and he has been 
neither director nor officer since. An 
order- was also issued to the Niagara 
Life to the effect that no securities were 
to be taken from the vault by anyone 
unless a representative of the depart- 
ment were present. It was this order 
of the department which prevented Mr. 
Marcino from stealing any securities. 
About the middle of January, 1923, the 
department sent W. W. Streeter, an 
examiner of the department, to Buffalo. 
Mr. Streeter was ordered to examine the 
company to find out whether any illegal 
acts had been committed. He did not 
take charge of the company, and he had 
no power to interfere with the running 
of the company. Orders, however, were 
issued by the department that no checks 
were to be signed and paid unless Mr. 
Streeter approved of the same. 


Check Deposited in Philadelphia 


“At that time, it should be realized 
that no known illegal act had been com- 
mitted by any one and Mr. Streeter was 
placed in Buffalo for the sole reason that 
the insurance department intended to 
prevent any illegal act from _ taking 
place. On Jan. 19, 1923, a check was 
drawn and deposited in the Mechanics 
& Merchants Bank at Philadelphia with- 
out Mr. Streeter’s approval having been 
obtained. There was no way that he 
could prevent checks from being signed 
if the person signing the checks desired 
to do it in defiance of the order of the 
department. Mr. Streeter, however, 
learned of the signing of the check and 
its deposit in the Philadelphia bank. 

“At that time no suspicion existed as 
to the condition of the bank. The de- 
partment, however, was taking no 
chances, and a man was sent to Phila- 
delphia to learn about the bank. Com- 
munications with the Pennsylvania 
banking department and the Pennsyl- 
vania insurance department, getting in- 
formation from Harrisburg and Phila- 
delphia, took several days. Meanwhile, 
on Jan. 27, 1923, another check was de- 
posited without Mr. Streeter’s knowl- 
edge and then the department acted at 
once by refusing to allow the deposit in 
the Philadelphia bank as an asset of 
the company. This disallowance im- 
paired the company and permitted the 
department to take possession of it. 
If it were not for the action of the in- 
surance department, Mr. Marcino un- 
doubtedly would have gotten at the se- 
curities of the Niagara Life. As it 1s, 
the first act out of the ordinary was at 
once investigated and uncovered by the 
insurance department and Mr. Marcinos 
pian to loot the Niagara Life was 
stopped, without loss to the policyhold- 
ers. 

Gives Credit to Examiners 

“Nelson B, Hadley, chief examiner o! 
life insurance companies of the New 
York insurance department, was 4P- 
pointed to the department because of his 
excellent work during the period follow- 
ing the Hughes investigation of 1906, 
and he and Examiner Streeter deserve 
the utmost credit for the able way 1 
which they handled the very difficult de- 
tails of the situation under my super- 
vision and in which they protected the 
policyholders of the Niagara Life. 

Joseph B .Marcino, whose real name 
is Joseph M. Baiata, is being sought m 
New York, where he is said to have been 
seen recently. : 

Abraham Goldman of Chicago 
brother-in-law of Baiata, has been a 
rested and released on $5,000 bond. | MF: 
Goldman claims to have been a victim 
of his brother-in-law and evidence does 
not indicate that he is guilty of id 
wrongdoing. It is thought that = 
has with him $200,000 in cash, which - 
has looted from the banks an ‘ne 
Niagara Life. It is thought that 
might attempt to escape to Italy. - 

Baiata was formerly a Chicago a on 
He tried to promote the Roma Ln 
Chicago and later the Commonwer ey 
Life, but failed to secure the necessé : 
amount of capital to start them. ‘hich 
then organized an Italian bank w 
failed, and for a while he w 
cf the Italian department of th 
Life of Chicago. 
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COMMENT BY APPLEBY 
SITUATION AMONG FARMERS 


President of Ohio National Life Shows 
How Companies Have Had 
to Shift Position 


President T. W. Appleby of the Ohio 
National Life, in his annual report to 
the stockholders, calls attention to the 
social, financial and economic condition 
in the world on account of the war, and 
comments on the business situation in 
this country. He said that notwith- 
standing the feverish excitement in in- 
dustrial centers the great rural popula- 
tion is still suffering severely. The 
excitement in industrial centers, he says, 
is superinduced by two conditions, viz., 
large expenditure of public money ob- 
tained on tax free bonds and large 
building activities made necessary by 
the long periods during which few 





T. W. APPLEBY 
President Ohio National 


homes and business houses were con- 
structed. 

Speaking further, President Appleby 
said: 

One other outstanding fact that must 
command the attention of all people who 
think, is that the taxes on business and 
industry and thrift, if you please, are 
being multiplied to an extent that is 
alarming. And one other great danger 
that is present is the belief by a large 
Section of our population that economic 
fundamentals can be changed by legis- 
lation and the attempt of a large group 
in the United States Congress to force 
upon the country laws out of harmony 
with sound economic principles in the 
belief that they will lessen some of the 
+ ge under which our farmers now 
abor. 

A life insurance company is a financial 
institution dependent for its progress 
upon the commercial world and reflects 
every phase of commercial conditions. 


Specialized on Farmers 


Now our company, almost since its 
beginning, gave special attention to the 
development of its rural business, the 
reason for this being that the farmers 
©onstitute a large class of our better 
citizens and are easy of access here in 
the middle west, and contrary to the 
habits of mechanics and other industrial 
workers, rarely change communities and 
are among the better physical and more 
Stable financial risks. 

During the period of high farm values 
the farmer bought liberally of life in- 
surance and we took pride in the fact 
that 70 percent of the operations of our 
company were among the farmers. How- 
ever, in the fall of 1920 and 1921 the 
farmer found himself with inflated lands, 
inflated stock and tools on his hands 
and from the standpoint of cost of pro- 
duction, a high priced crop for which 
there was little demand. 

Ro first, the farmer generally believed 
ant Such a condition was temporary, 
and while many of them were immedi- 





TAKES OVER TWIN CITY 
GETS $4,000,000 IN INSURANCE 


Midland Buys St. Paul Company and 
Will Have $12,800,000 Insurance 
in Force After Deal 


The Twin City Life of St. Paul has 
reinsured its business in the Midland 
Insurance Company of the same city. 
The Twin City had $4,000,000 of insur- 
ance in force with a $100,000 capital and 
$50,000 surplus. The new arrangement 
gives the Midland $12,800,000 of insur- 
ance in force with a capital of $167,000 
and a surplus of $38,000. 

The Twin City began writing busi- 
ness in 1913. In common with other 
companies it suffered heavy lapse ra- 
tios in 1921, which reduced the amount 
of insurance in force considerably dur- 
ing the year. Its new business for 1921 
was only about half of that during the 
previous year. The company operated 
only in Minnesota and the Dakotas. 
The Midland was an assessment com- 
pany in the beginning under the name 
of the Midland Life Association. It 
wrote business on this basis from 1908 
until 1910, but in 1911 was reorganized 
on a legal reserve basis with a paid-in 
capital of $100,000 and a contributed 
surplus of $92,605. In 1913, the Mid- 
land reinsured the business of the In- 
demnity Life & Accident of Minneap- 
olis. Both companies had been writing 
nonparticipating insurance only. The 
Midland has shown a steady growth. It 
is licensed in Minnesota, Iowa, North 
and South Dakota. 





NO LOAD ON LIFE COMPANIES 


New Tennessee Excise Tax Law Will 
Not Increase Burdens Which Are 
Imposed on Them 


NASHVILLE, TENN., Feb. 27—In 
the opinion of life insurance general 
agents here, the new Tennessee excise 
corporation tax will not impose any 
additional tax on life insurance com- 
panies, for the reason that the com- 
panies are already paying such excessive 
tax that the new law will not affect 
them. 

The law as originally drawn imposed 
a 5 percent tax on the net earnings of 
ali corporations, Later this was reduced 
to 3 percent. 

The governor found that insurance 
companies were already paying excessive 
taxes on gross premiums and the bill 
was drawn to allow credits for taxes 
already existing. Life companies now 
pay 2% percent on gross premiums and 
also pay a graduated capital stock tax 
which runs from $5 to $150, the latter 
payable on capital of $1,000,000 or more. 
It will hardly ever be the case, it is con- 
tended, that 3 percent on net profits 
will amount to as much as 2% percent 
on gross premiums and that is why the 
_— men feel perfectly easy about the 
aw. 


ately unable to continue their insurance 
and were forced to drop it, others con- 
tinued through the years 1920 and 1921, 
only to be forced to discontinue their 
insurance in 1922. 

This condition had another very far- 
reaching influence on our _ business, 
namely, that we had to somewhat re- 
organize ourselves and concentrate more 
or less in the urban centers which, of 
course, created lost motion. These are 
simply reasons why, notwithstanding we 
wrote $1,000,000 more insurance than in 
any previous year, the year of 1922 has 
not added a larger growth to the com- 
pany. 


The business in force amounts to $38,- 
650,452, gain $3,526,230. The premium 
income last year was $1,256,645, gain 
$147,518. The assets are $3,935,994, gain 
$789,553. The net surplus is $240,000, 
gain $10,000. Its capital is $447,860. 
The mortality ratio has remained con- 
stant during the last two or three years. 

















MONTANA [IFE 


INSURANCE COMPANY 


HELENA, MONTANA 





Statement at Close of Business December 3], 1922 





ASSETS 

i rs ie Ten PR... i. cde ea cuenedednesen se cnesesoeans $ 28,500.00 
Sees TNO ENS GE THI. no cc cee cccccececesesescnconcsvess 1,871,071.72 
PU BME nn ccvcagncdesse0s0sendcesnenesecbeteneseseenses 930,629.87 
Renewal Preminm Notes. ...ccccccccccccccscccccescccesnccecese 47,697.95 
State, County, School District and City Bonds and Warrants.... 826,784.61 
Liberty and Victory Bonds......ccccccecsccccccccccessoscccscces 540,725.00 
Ce CRIED. is 6000 een dsncctneeessedcctcenssnss cscs condense 58,573.34 
Certificates of Deposit (Bonded) ...........ceececcenesccccecece 191,012.53 

Outstanding Net Premiums within Policy Reserves and all other 
BPN GREE ovo vneo en 6ee 0 040006060000005bs0csnsnsnnceoucnes 222,532.21 
Admitted Assets $4,717,527.23 

LIABILITIES 

Reserve (less Reinsurance) .......cccsccccccccccscdccsecseceess $3,135,429.00 
Extra Reserves for Double Indemnity and Total Disability....... 130,165.00 

Present Value of Future Payments Under Monthly Income Poli- 

ll {ceacktedecnsaweedaeseendetnnsnasetateeksesensnehesaees 18,671.00 
Death Claims Reported (Complete Proofs not Received, etc.) .... 40,112.00 
Coupons left with Company and Interest Thereon.............. 502,517.00 
Premiums Paid in Advance. ......cssccecscccccssseccccseceeecs 15,405.13 
Unearned Interest Paid in Advance..........sceeeeecceeccsveces 29,437.91 
Medical Examiner’s Fees and Inspection Fees (Accrued)........ 1,691.00 
Other Accrued Bills... ....ccccccccccccccccccccscccccccessseoere 11,592.83 
Accrued Taxes (Estimated) ......ccccecscecccccccceccesscsecces 30,000.00 

$3,915,020.87 
CAPETAL, STOCK. cacccecvccccvaccessscccesscssesunsscdesenens 250,000.00 
BERET BUTE odccdcccccdvcccccscccdsecccccctcoscevcsssconces 552,506.36 





$4,717,527.23 


Surplus to Policyholders $802,506.36 
PROGRESS 


(5 Year Periods) 


Admitted Assets Insurance in Force 


Dec. 31 Dec. 31 

1912 $644,226.86 1912 $4,606,750.00 
1917 $1,925,369.94 1917 $20,598, 402.00 
1922 $4,717,527.23 1922 +$33,000,569.00 





Excellent Contracts for Capable and Responsible Men. 
Territory Available— California, Oregon, Washington, 
Colorado, Iowa and Minnesota. 


H. R. CUNNINGHAM, 
Vice President and General Manager. 
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ANALYSIS IS MADE 
OF EQUITABLE’S YEAR 


President W. A. Day Comments 
Freely on the Activities of 
the Company 





STATUS OF INVESTMENTS 


Observations Are Made on the Various 
Classes of Securities—Mortgage 
Loans Are Increased 


President W. A. Day of the Equitable 
Life of New York, in reporting to the 
directors, showed that its business in 
force is now $3,061,423,952; increase of 
$435,000,000. The billion dollar mark 
with the Equitable was reached in 1899, 
the two billion dollar mark in 1919 and 
the three billion dollar mark the latter 
part of 1922. The third billion of insur- 
ance, therefore, was put on the books in 


only three years. The second billion 
required 20 years and the first billion 40 
years. The new business paid for, not 
including group in 1922, was $495,249,- 
000. This is 16 percent greater than the 
new business in 1921 and 4 percent in 
excess of 1920, the year of great business 
inflation. 
Program of Training 

President Day referred to the com- 
pany’s agency program of training and 
development, by which it has been rais- 
ing the effectiveness of the field force to 
a higher level. This program involves 
first the selection and development of 
the best possible type of manager, who 
becomes a principal factor in the selec- 
tion and training under general home 
office supervision of a corps of efficient 
ard permanently successful agents. The 
Equitable is continuing its policy of 
furnishing to the manager the general 
program of agency training as well as 
the educational material with which to 
carry it out. President Day said that 
the production of the last two years 
bears testimony to the soundness of the 
principles underlying that program. 

Continuing President Day said: 

Limit Was Exceeded 


In the report made to you three years 
ago, it was pointed out that the abnor- 
mal conditions arising in 1919 had 








caused an amendment to be made in the 
New York law that limits the amount of 
new business which can be done by indi- 
vidual companies. The amendment per- 
mitted the superintendent of insurance 
to suspend the limitation if the life’ 
companies were generally in a position 
to exceed their limits. When this con- 
dition does not prevail, the companies 
are still limited as formerly, with power 
vested in the superintendent of insur- 
ance to extend an individual company’s 
limit to the extent of 10 percent thereof. 
During 1922 the cumulative effect of the 
society’s agency direction was to carry 
the new business slightly beyond the 
limit for the year. The superintendent 
of insurance granted an extension of our 
limit as empowered by law. 

I repeat that we are not procuring 
this increasing new business by means 
of increased rates of expendtiure, but 
rather through educational training of 
our agency forces and more efficient 
management. In fact, every effort is 
being made to effect economies wherever 
possible. While we are stressing quality 
rather than quantity, the new business 
being done so far in 1923 gives evidence 
of the continuation of growth in agency 
production, and, if general business con- 
ditions remain as they are now, we shall 
probably again be faced with the neces- 
sity of seeking relief by the extension 
of our limit for 1922.. It is conceivable 
that even the maximum extension per- 








ASSETS 


THE MIDLAND MUTUAL LIFE INSURANCE CO., Columbus, 0. 


Seventeenth Annual Statement FINANCIAL CONDITION, DECEMBER 31, 1922 
LIABILITIES 


Real Estate ..... 
Procured as a result of foreclosure pro- 
ceedings. 


Made in accordance with Ohio laws, 








Mortgage Loans ............. 5,495,020.80 





2,962.08 
Set aside as required by laws of Ohio to 
meet all policy obligations as they be- 
come claims by death, maturity, or total 
and permanent disability; valuation made 
by Ohio Department of Insurance. 


Policy Reserves ......++.+++- .$5,917,178.79 





ys ge ye Eo Policyholders’ Funds 153,420.44 
value of real estate; secure y rea cosoances ’ 
estate yng =A ee with fire he « wane of oT 
nsurance on buildings assi to Com- le, not due, .79; dividends 
| ‘amy amounting to $6,940,908. feft with Company on interest and inter- 
Bonds ....... “cab sebsat* “Mcchcioe 363,824.00 oa ee 
iberty ‘onds ,150.00; unicip. . . 7015 84 
Bonds $36,674.00. Policy Claims .......++++++++ 015. 
Policyholders’ Obligations .... 879,608.42 am Gin eget, gach at 
Loans on policies $801,733.66; notes given : 3 > Try\te2 
in settlement of premiums $77,874.76; all Policyholders’ Dividends ...... 198,541.59 
pooneed by policy reserves carried in lia- pee Rete sgpertioned, ond paysite 
ilities, 000.06 ; . ° 
BME. <éicuadcedbedekhegasues 8,984. dend and extra dividend fund $77,597.68. 
In office $1,010.86, in bank $7,973.98. ; 64.84 Special Funds eee m 2 eee ah . 210,946.35 
Interest Accrued .........---. 89,393.72 Se ea SS ow 
Re ee oe * Other Liabilities ............. 63,353.13 
3 Unearned interest on policy loans $14,- 
Premiums Unreported and de- 978.33; contingent commissions $6,470.80; 
re eeeeeeees 143,824.49 reserve for taxes Fe nett fees 
Due from policyholders against which and accounts unpai 944.00, 
proper reserves are charged in liabilities. Surplus to Policyholders...... 435,297.29 
eS eres 57,650.29 
Bills receivable $31,315.75; Agents’ bal- 
ances (net) $16,304.56; commuted renewal 
commissions $6,545.38; war savings certifi- 
cates $920.00; due from reinsuring com- 
panies $2,564.60. Qa eee Qo mae 
Total Gross Assets.......$7,041,268.64 
Not admitted under regulations of De- 
gortment < ang seceonie, 
gents’ balances (gross) and commute 
renewal commissions. 55,515.21 
Total Admitted Assets. ...$6,985,753.43 Total Liabilities ......... $6,985,753.43 


TOTAL INSURANCE IN FORCE (Paid-for basis)..............$52,236,560.00 




















$2,425,512.55. 





Total Payments to Policyholders Since Organization for Dividends, Death Claims and 
For General Agency Opportunities in Pennsylvania, write to 


THE MIDLAND MUTUAL LIFE INSURANCE CO., Columbus, Ohio. 


COMPARATIVE GROWTH Insurance 
Assets Reserve in Force 
December 31, it ceces6se00neeudeoensosee eeoeeseses . $ 171,282.90 $ 2,178.00 $ 278,100.00 
December 31, 1910........ SEE Aare itapebetveues id 442,489.98 196,933.41 | 6,092,356.00 
December 31, Pivessescecseeous ee eeeeeeeseeseee . 1,059,179.33 719,931.41 13,254,199.00 
December 31, — rrrerT Teer ee eeeee eeeee 38 1,721,277.00 21,329,852.00 
December 31, 1919.......ccccccccccccccccccs ‘ wade 3,901,667.17 3,296,813.00 | 32,821,229.00 
December 31, 1922. .........ccscccecees ee ae ee ee 7,041,268,64 5,917,178.79 | 52,236,560.00 
GROWTH IN 1922 1921 1922 . Increase 
Dicteeet DAES ...00s ccc vacecesscososs i deahaiascasb aiid .|$ 279,257.46 | $ °378,813.83| $ 99,556.37 
Premium Income ............++: Kietnvieunn — 1,599,082.44 1,749,628.23 150,545.79 
Legal Reserve ........ sncdbasbsaesacuds Sea eiail ‘ 5,004,258.00 5,917,178.79 912,920.79 
Total Assets ...... iarkieiecetats al tees danwntadenee 5,865,044.00 7,042,118.64 | 1,177,074.64 
Insurance in Force ...........- Kbuectennsesnnest ..ee| 47,029,354.00 52,236,560.00 | 5,207,206.00 
Dividends to Policyholders.............. a ES POE 150,900.46 183,016.24 32,115.78 
Ratio of Actual to Expected Mortality. ...........cesceeee cece cee eenseeeeeeetesenneeeeeseesseeseeeas 32.3% 
Ratio of Interest Earned to Interest Required. ............-.ecsseeeecceeeseeteeecseeees alendinniied ¢ocs eae 
Surrender Values, 








missible may not be ‘adequate to pro- 
vide for all the new business that we 
could secure. 


Service to Policyholders 


The Equitable was one of the first 
companies to become interested in a 
program of health conservation for pol- 
icyholders. For a number of years we 
have offered in a few centers free health 
examinations to those insured in the 
society. This practice has been well re- 
ceived by those who have availed them- 
selves of it. During 1923 we expect to 
extend the health conservation service 
in such a way that free health examina- 
tions will be more readily available to 
all policyholders of the Equitable. 

It will be recalled that the year 1921 
was one of unusually favorable mortal- 
ity for the Equitable as for life compa- 
nies generally. Our ratio of actual net 
death losses to those expected was 53 
percent in that year. During 1922 the 
mortality ratio was favorably influenced 
as in 1921 by the large influx of recently 
selected business, but general health 
conditions do not appear to have been 
quite as favorable. The resulting ratio 
of actual to expected net losses was 58 
percent. Except for 1921 this, however, 
is the lowest mortality record we have 
had. It is a most satisfactory result. 


Sale of Foreign Business 


At the close of 1922.the Society’s as- 
sets amounted to $663,747,064, an in- 
crease of $8,446,000 over the figures for 
Dec. 31, 1921. This increase is small 
compared with those of previous years, 
due to the sale of a portion of our for- 
eign business during 1922. The increase 
in assets would have been more than 
$17,000,000 greater had we not trans- 
ferred that part of our business. By 
the transfer we have been relieved of 
liabilities in excess of the assets trans- 
ferred and have also been relieved of the 
difficulty of administering a liquidating 
foreign business. 

Over the 12-year period during which 
I have been president, our assets have 
increased $171,500,000, which is a gain 
of 35 percent. This large increase has 
been made in spite of the heavy maturi- 
ties of deferred dividend policies during 
that period. 


Increase in Surplus 


It is a happy privilege to be able to 
announce to you again this year a re- 
markable increase in the society’s free 
surplus. Starting 1922 with a free sur- 
plus of $35,705,000, we had at the year’s 
end $43,690,000, an increase of nearly 
$8,000,000. This, too, was realized after 
setting aside the funds for an increased 
scale of annual dividends for 1923. The 
free surplus of the society is one of the 
important guarantees of the future se- 
curity of our institution. It is exclu- 
sive of all surplus belonging to the hold- 
ers of deferred dividend policies, all of 
which will be paid out in the next few 
years. Under the statutes of New York, 
a life company may hold a free surplus 
of not more than 10 percent of its re- 
serves. We had at the end of 1922 an 
amount of free surplus which was 
within approximately $10,000,000 of the 
maximum that we would have been per- 
mitted to hold at that time. 


New Investments and Interest Rates 


Investments made during the year 
amounted to $89,689,000 at an average 
interest yield of 5.49 percent. Of these 
funds, $36,097,000 was loaned on mort- 
gage and $53,592,000 was invested in 
bonds. The effect of these new invest- 
ments together with those of 1921, which 
did not have their full effect until 1922, 
was to increase the average net rate 
earned on the total invested funds from 
4.82 percent in 1921 to 4.86 percent im 
1922. 

During the year the amount invested 
in railroad bonds increased $4,198,000, oF 
from $218,615,482 to $222,813,754. : 

United States government securities 
decreased $3,678,000 and now stand at 
$69,677,574. While these bonds represent 
the most stable and secure investment 
that we own, and constitute a splendid 
secondary cash reserve in case of sud- 
den need, the low yield obtainable lim- 
its the amount which it is practicable to 
have so invested. 

Our investment in municipal 


decreased $3,511,000 to the present ae 


bonds 


of $27,725,750. Although the obliga rr 
of many cities and states are regar 
afforded 


as prime securities, the yields 
at the present time are so lo 
view of the present federal tax 
affecting life companies, wherey 
vantages accrue to such companié 
the exemption of income from 
bonds, the finance committee has 
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deterred from further purchases. To buy 
such securities would put the society in 
competition as to price with wealthy in- 
vestors who derive a material advantage 
from exemption provisions. 
During the year we invested $8,148,330 
in utility and industrial bonds, bringing 
our total investment in such miscella- 
neous bonds to $11,959,996. This sub- 
stantial increase in securities of this 
character was brought about by our 
finance committee’s desire to diversify 
further our corporate investments. A 
further incentive to the acquisition of 
good utility and industrial bonds has 
been the fact that in the earlier part 
of the year when it became almost im- 
possible to obtain high grade railroad 
bonds to net 5 percent or more, a num- 
ber Of choice utility and industrial bonds 
were still available at prices to net 
from 5 percent to 5% percent. This 
differential, which later proved to be 
largely temporary, afforded an oppor- 
tunity for increasing our investment re- 
turn without sacrifice of security. The 
issues purchased were limited, for the 
most part, to first mortgage securities 
and all issues are protected by a wide 
margin of safety in earnings and in 
tangible assets, 
The society’s stock holdings decreased 
during 1922 from $14,053,041 to $5,604,- 
025. 
Mortgage Loan Investments 


Mortgage loans have increased $16,- 
000,000 from $154,033,030 to $170,167,337. 
This represents a marked increase in our 
investments in home purchase loans and 
in farm loans. It may be of interest to 
note that the society had no money in- 
vested in these two classes of loans 
when I took office as president. Since 
that time we have built up our present 
investment in them amounting to a total 
of approximately $106,000,000. 

To summarize, I may say that the 
financial operations of the year have 
brought about: 

1. A slight increase in the average 
net return on invesements. 

2. Further diversification of our se- 
curities among issues representing sev- 
eral varieties of industry. 

3. Liquidation of a substantial por- 
tion of our stocks, and of certain bonds 
the quality of which did not quite meas- 
ure up to the exacting requirements of 
the finance committee. 

4. A substantial increase in our in- 
vestments in mortgage loans on farms 
and dwellings. 


Confer on Commonwealth Application 


_ Commissioner Kendrick of the Iowa 
insurance department met J. E. Hart, 
secretary of the department of trade 
and commerce of Nebraska, and Actu- 
ary Daly of the Messouri Department 
at Omaha Monday for a hearing with 
the officers of the Commonwealth Life. 
President J. H. Paisley of St. Louis was 
in Omaha but it developed that there 
was no formal application before the 
Nebraska department and so no hearing 
was held but it was arranged that a 
formal application would be made and 
a hearing arranged for to take up re- 
quest for a modification of the Ne- 
braska department’s report and order 
based on the examination made some 
time ago. 

»,, Incidentally the representatives of 
these states while in the city held an 
informal hearing on the examination 
Just completed by the three states of the 
auarantee Fund Life. 





Edwards Chairman of Board 


LC. H. Bainbridge has been elected 
Che president of the New York Plate 
a succeeding Charles Jerome Ed- 
pares, who becomes chairman of the 
oard., _Mr. Bainbridge is a leading 
agent of Brooklyn and has been a direc- 
wr of the New York Plate Glass for 
mace! Years. Mr. Edwards is Brooklyn 
Your” tor the Equitable Life of New 
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Great Southern Life 


Insurance Company 





ANNUAL STATEMENT 


December 31, 1922 


ADMITTED ASSETS 


First Mortgage Loans. Coe erccccccccccceses co eeccccccs .$7,300,097.79 
Real Estate. ..... ses» 491,106.04 
Policy Loans (within Reserve) -..--. Levedaeteeeesones 3,135,803.33 
Cash on Deposit -.-..-.-.-- TeECER TPCT Trerrt rT tect 565,394.59 
All Other Assets ceene eccccecs Terrrrrrrrry sy eccesecees 642,347.32 


$12,134,749.07 





LIABILITIES 


Policy Reserve and All Other Liabilities. ...........$11,259,500.24 
Surplus to Policyholders ........ $o6sevesdseateneotnes 875,248.83 


$12,134,749.07 
$107,475,109.00 


in Admitted Assets .......... $1,273,928.41 
GAIN in Insurance in Force ........ 3,795.058.00 
in Surplus to Policyholders .. 184,907.89 





INSURANCE IN FORCE . . 





“PROGRESSIVE PROSPERITY” 


Great Southern Life Insurance 
Company 


E. P. GREENWOOD, President 


DALLAS TEXAS 
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HITS THE HIGH PLACES 


PRESIDENT WING’S COMMENT 





Head of the Provident Mutual Tells 
Some of the Features of the 
Year 


President Asa S. Wing of the Provi- 
dent Mutual Life in his annual report 
shows that out of $83,770,073 new busi- 
ness last year $45,012,518 was endow- 
ment, $24,066,276 life, and $14,114,390 
term. The Provident Mutual writes a 
large number of long term endowments 
which accounts for the large percentage 
of that class. The assets last year in- 
creased $7,230,422. In 1922 new mort- 
gages were purchased amounting to 
$9,549,650, showing a net increase in 
this form of investment of $4,282,479. 
Bonds have increased $3,382,014. 


Low Mortality Ratio 


The mortality ratio last year was 48 
percent. In the 58 years of the com- 
pany’s experience the percentages has 
been 62 percent. 

It is estimated that the distribution of 
surplus for the coming year will amount 
to $3,890,700, 


The following features of the policy 
contracts will be made retroactive: 


1. Interest will no longer be charged 
on overdue premiums covering the 31 
days of grace allowed for payment of 
premiums. 

2. The optional methods of settlement 
contained in the new policy forms may 
where desired be elected with the con- 
sent of all parties in interest. 

3. Interest at 3% percent will here- 
after be guaranteed on dividends left 
with the company to accumulate at in- 
terest. 

4. The amount of paid-up additions 
purchased by dividends hereafter left 
with the company will be based on a new 
and more liberal scale. 

5. When paid-up additions are sur- 
rendered, the cash value will not be less 
than the dividends which purchased 
them. 

6. The loan or advance value at the 
end of a policy year will, in all cases, 
be equal to the then cash value, instead 
of being $10 less as heretofore, and the 
loan value will thus be available after 
two full years’ premiums shall have been 
paid, instead of. after three full years’ 
premiums shall have been paid as in the 
past. 

Causes of Deaths 


There were 834 deaths last year, the 
largest number being caused by disease 
of the circulatory system, there being 
225 such deaths. The next largest 
cause was diseases of the respiratory 





system, there being 108. Cancer and 





other malignant tumors caused 83 
deaths. Next came diseases of the di- 
gestive system including diabetes, there 
being 77. Casualties amounted to 74 
and suicides 23. Tuberculosis caused 69 
deaths. The deaths of the previous year 
amounted to 836. 


Story Succeeds Anderson 


Walter S. Story, for 25 years a mem- 
ber of the head office staff of the Mas- 
sachusetts Mutual Life, of Springfield, 
has been appointed successor to Stew- 
art Anderson as manager of the Liter- 
ary Department of the Mutual Life. For 
years Mr. Story has been recognized as 
a writer of fine ability and brings to 
his new position the necessary knowl- 
edge of agency needs with respect to 
advertising material and to the editor- 
ship of such a publication as points and 
its two supplements. 


Had Two Good Months 


Jas. H. Jamison, president of the 
Western Life of Des Moines, . reports 
the first two months of 1923 as the most 
successful January and February in the 
company’s history. The total written 
for the two months is over $1,000,000 
and the total issued over $800,000. 
Death losses are below normal for the 
period and collections much improved 
over former six months. 








“Twixt the Cup and the Lip” 





“Oft times many things fall out between the cup and the lip”’ 








HESE words were written over three 

hundred years ago by Robert Greene, a 

contemporary of Shakespeare. Greene 
lived a dissolute life and wrote on his death- 
bed “‘A Groatsworth of Wit Bought with a 
Million of Repentance”. The words first 
quoted above have stuck in men’s minds and 
we have a short modern version— 


“There’s many a slip 
Twixt cup and lip.” 

Almost—but not—to get a thing one has 
planned for, labored for, thought he was sure 
of, seemed to have in his grasp—that is the 
tragedy of life and endeavor. 

Such things happen from a great variety of 
causes—some of which could not be foreseen, 
some of which are the fault of others. Some- 
times they are the result of carelessness or ig- 
norance on our own part. But they happen, 
and we lose what we had set our hearts on, 
and that’s the tragedy. Occasionally the loss 
can be made good—only time and labor may 
be lost; but usually such losses, such failures 
“twixt cup and lip” affect us, our children 
and, ultimately, their children. 

What is the most important thing in your 
life? If the Fates were to offer you just one 
wish, what would you wish for? 


Would it not be the welfare of your family? 


What would be the greatest calamity that 
could befall you? Would it not be— 





FAILURE IN DUTY TO YOUR 
FAMILY? 


If, in order to make sure of doing that 
duty, you should decide to insure your life, 
and should apply for a policy and be found an 
acceptable risk, and then die while the papers 
were in transit—that would bea tragedy indeed! 
That would be one of the many things that 
fail “‘twixt the cup and the lip.” There is 
something terribly suggestive in that titl— 
“A Groatsworth of Wit Bought with a Mil- 
lion of Repentance”. Greene was writing a 
a record of his own life. 

Well, it need not so happen to you; your 
“million of repentance” may be avoided. 

If you apply to the New York Life In- 
surance Company for its new form of policy, - 
pay your premium with the application, and 
are found to be an acceptable risk, you are 
insured from that moment. This is a new 
feature of New York Life policies, and it 
has already saved the insurance of at least 
one applicant who died before the policy was 
issued. He was accidentally killed, and under 
the Double Indemnity feature, which was al- 
so included in the policy applied for, his 
family was paid double the face of the policy. 
In that case, “twixt the cup and the lip”, 
something fell “in” and not “out”. 


Send for a New York Life Agent and find 


out all about it. 











New York Life Insurance Company, 346 Broadway,N.Y. 
DARWIN P. KINGSLEY, President 




















ORDER IS NOT CLEAR 


ISSUE ON COUPON POLICIES 





Life Men Fail to See Reason for the 
Recent Edict Coming from 
Virginia 





Following the edict of Insurance 
Commissioner Button of Virginia to 
the effect that life companies would 
be prohibited from writing coupon pol- 
icies in that state, all companies have 
withdrawn such policy forms. It is un- 
derstood that the commissioner’s order 
does not include guaranteed annual divi- 
dends or the guaranteed premium re- 
duction policy although they are on 
the same plane as the coupon .policy. 
Commissioner Button entered his order 
on the ground that the coupon policies 
were in violation of the anti-rebate law. 
Officials of companies writing these 
policies cannot understand how the 
anti-rebate law is violated. 

The net rate for regular insurance 
is loaded to provide for an increasing 
temporary annuity and proper reserves 
are put up to take care of the coupons 
in later years... The rate, of course, is 
flat and the amount of the coupons in- 
creases as the premium paying period 
advances. Naturally therefore, provi- 
sion must be made for taking care of 
the larger coupons. 

Made a Talking Point 


Life men say that the coupon policies 
made a talking point for agents. They 
constituted a sales device. The rates 
were mathematically calculated at least 
by almost all the companies. The only 
objection to the plan might be the case 
of a company that simply charged an 
arbitrary flat loading without working 
out the exact proportion mathematically. 
In case the loading was not sufficient 
to take care of the coupons in later 
years, it might be possible that the 
net rate would be eaten into. 


Rates Worked Out Correctly 


All standard companies had _ their 
rates worked out by competent actu- 
aries. Seemingly there was no decep- 
tion in the contract. The coupons defi- 
nitely stated what amount would be 
paid every year. The coupon policies 
undoubtedly caused a lot of bother at 
the home offices where the coupons had 
to be taken care of and either paid or 
applied in different ways according to 
the options allowed. 

The guaranteed annual dividends, or 
as they are called in most instances, 
guaranteed premium reduction policies, 
have their rates calculated on the same 
basis as the coupon policies. Seemingly 
these are not included in the order 1s- 
sued by the Virginia department. A 
number of the medium sized companies 
issue these policies and in some quar- 
ters they are quite popular. 

Explain Virginia Action 


It was chiefly because of the oppor- 
tunity afforded for misrepresentation, It 
is learned, that the Virginia bureau of 
insurance made its decision to bar the 
further issuance of coupon life contracts 
in that State. The bureau, before tak- 
ing this action, had received complaints 
as to misrepresentations made in the 
sale of such policies and while no case 
of actual misrepresentation was brought 
to its attention the complaints were © 
such a character as to cause it to come 
to the conclusion that it was time © 
take action. The fact that some com: 
panies were writing this insurance and 
others desiring to do so were denied 
the privilege because of the bureaus de- 
termination to limit the selling of suc# 
contracts to those already granted the 
privilege proved another source of com- 
plaint that prompted it to even up mat- 
ters by eliminating all of them. 
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PROGRAM OF MEETING 


MID-WEST CONVENTION IS ON 





Massachusetts Mutual Life Cohorts Are 
Holding a Two-Days Gathering 
This Week in Chicago 





The Massachusetts Mutual Life will 
hold its mid-west convention at the 
Drake Hotel in Chicago Friday and 
Saturday of this week. The annual 
banquet will be held the evening of the 
second day, with Joseph Behan, super- 
intendent of agents, presiding as toast- 
master. The main speaker will be Rev. 
Stuart B. Edmundson, pastor of the 
Lake Forest, Ill, Methodist Church, 
who was formerly Chicago city man- 
ager of the Illinois Life. The general 
agents and managers will hold a lunch- 
eon and meeting March 1. 

Henry K. Hill, manager at Louisville, 
will preside over the Friday morning 
session, Charles B. Stumes of the 
Bokum and Dingle agency of Chicago 
will preside over the Friday afternoon 
session and Edward Klein, an agent at 
St. Louis, will preside over the Satur- 
day morning session. 

Program of the Meeting 

The program is as follows: 

Friday Morning, 9:30 O’clock 
Henry K. Hill, Chairman 

Opening of the Convention, Vice-presi- 
dent W. H. Sargeant. 

Address, Ward H. Hackleman, Indian- 
apolis. 

Discussion, “Deferred Annuities,” Burt 
H. Wulfekoetter, Cincinnati. 

Discussion, “Country Business,” O. B. 
Anderson, Minneapolis. 


Friday Afternoon, 2 O’clock 


Cc. B, Stumes, Chairman 

Discussion, “Methods of Soliciting,” 
Paul G. Dallwig, Bokum & Dingle 
Agency. 

Discussion, Miss Alberta Allen, St. 

Louis. 

Discussion, “Daily Work Plan,” Ken- 
ney E. Williamson, Peoria. 

“Contracts,” A, T. Maclean, Associate 
Actuary. 

Saturday Morning, 9:30 O’clock 


Edward Klein, Chairman 

Discussion, “Country Work,” W. Ray 
Moss, Louisville. 

Discussion, “Keeping Busy,” Raymond 
J. Wiese, Davenport. 

Discussion, C. S. Duff, Baltimore. 

Remarks, J, C. Behan, Superintendent 
of Agencies, 


HAS JOINED CONSERVATIVE 





L. R. Campbell of Sioux City Becomes 
Superintendent of Agents of the 
Company Located There 





The Conservative Life of Sioux City, 
la., has appointed L, R. Campbell as 
superintendent of agencies. He started 
in 1909 with the Davenport agency of 
the Northwestern Mutual. He resigned 
in 1916 to accept a position as agency 
Supervisor of the Connecticut Mutual, 
his territory reaching from Chicago to 
Denver and from Minneapolis to Okla- 
homa City. This required him to be 
away from home so much that he con- 
cluded to take the Connecticut Mutual’s 
northwestern Iowa general agency, the 
headquarters being transferred at that 
tme from Fort Dodge to Sioux City. 
He and President Burton H. Saxton 
0: the Conservative Life are close per- 
‘onal friends and are thus drawn to- 
gether in business life. 





Write Million Dollar Line 


notes B. Thorsen & Sons of Chicago 
vat W rites a million dollar line of life 
“ay oo Jay C. Hill, president of 
move & Hill, the wholesale furniture 
a e of Chicago, Mr. Hill is 50 years 
le io W hen Mr, Hill was 18 years of 
was rejected for a $1,000 policy 
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Work is Pushing Ahead on the New Home of 


The Lincoln Life 


Winter has brought no serious delays in the construction of “The 
Most Beautiful Life Insurance Building in the World.” The magnificent 
edifice which is to afford enlarged service headquarters for the Lincoln 
Life is taking definite shape. 


The building which is to have a frontage of 260 feet in the business 
district of Fort Wayne, Indiana, and is to extend back on the two side 
streets 120 feet, is to be used exclusively by the Lincoln Life. The first 
unit will be four stories and is calculated to serve for five years when, at 
the present rapid rate of growth of the Lincoln Life, additions will be 
necessary. 


Every detail of construction is with the view of aligning all service 
effort to most telling advantage. This ambition of placing service fore- 
most is a Lincoln Life characteristic which makes it pay to 





——=* SS 
(LINK UP (wr THe 2) LINCOLN) 


The Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character” 





Lincoln Life Building Fort Wayne, Indiana 
Now More Than $235,000,000 in Force 
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Getting Down to One Class 


THE announcement that the LINCOLN 
NATIONAL Lire has decided as of March 
1 to become strictly a non-participating 
company calls attention to the fact that 
stock companies writing both participat- 
ing and non-participating insurance are 
gradually cutting out one branch or_the 
other in order to devote their energy to 
the attention of one class of insurance. 
Since the first of the year, at least four 
other stock companies than the LincoLn 
NATIONAL have discontinued their partic- 
ipating department. They are the SoutH- 
ERN States Lire of Atlanta, Ga., Occi- 
DENTAL Lire of Los Angeles, FARMERS 
NATIONAL Lire of Chicago and BANKERS 
Reserve Lire of Omaha. The SouTHERN 
States has some $9,000,000 annual divi- 
dend business in force. The OccipbENTAL 


has a small amount of annual dividend 
insurance but over $4,000,000 in deferred 
dividend and $14,000,000 quinquennial 
dividend business. The Farmers NATIONAL 
of Chicago has about $750,000 annual div- 
idend in force. The BANKERS RESERVE 
has $1,000,000 annual dividend and nearly 
25,000,000 preferred dividend business. 
The Lincotn NaTIonat has about $15,- 
000,000 annual dividend business and $7,- 
000,000 quinquennial. 

Some companies have taken the position 
that they desire to offer their agents the 
opportunity of soliciting both classes of 
business, believing that there is no incon- 
sistency in so doing. The trend of the 
times, however, seems to be toward guid- 
ing the salés forces along one particular 
line. 


Outlook Is Encouraging 


Ir HAS been very gratifying and en- 
couraging to life insurance rate book men 
to find the present year offering so much 
encouragement. January was a banner 
month in many ways. There is more en- 
couragement in the present day than there 
has been for some time. The business 
situation is regarded as satisfactory. The 
people as a’ whole are at work. Wages 
are good. Industries are busy. Commer- 


cial conditions are excellent. The finan- 
cial atmosphere is clear. 

The depression in the agricultural dis- 
tricts has not been altogether lifted al- 
though there is much more optimism 
among the farmers than there has been. 
The present year, if weather conditions 
are favorable, if there are fair crops and 
fair prices, the farmers should get out 
of the rough and be on a far better basis. 


Song of the Investment Siren 


UnpouBTEDLY one cause for the in- 
creased number of surrendered policies 
and also for policy loans is the argument 
of the investment salesman to the effect 
that there are so- many “attractive invest- 
ments” on the market today. Policyhold- 
ers feel that they can well take their 
money out of life insurance and purchase 
some of these investments which in their 
opinion will enhance greatly in value. The 
temptation is alluring. The song of the 
siren is sweet to the ear. The high inter- 
est rate has a pulling effect. 

Yet if the history of these various in- 
vestments were known, men would be 
appalled at the tremendous waste and loss. 
Agents need to keep constantly hammer- 
ing at one of the basic ideas of life in- 
surance and that is its absolute perma- 
nency and safety as an investment. The 
returns may not be so great in dollars 
and cents, but in the aggregate the in- 
vestment in life insurance pays big be- 
cause the loss is practically nil. The great 
body of policyholders pay their premiums. 
Investments are made on the wholesale 
plan. If there is any loss it is so small as 
to be insignificant. The individual policy- 


holder loses but little. The loss is ab- 
sorbed by the big body of policyholders 
and the part sustained by the individual is 
not noticeable. 

There is nothing that is more uncertain 
than the investment of one individual. 
There is nothing more certain than the in- 
vestment of a large group as represented 
in a life insurance company. When one 
figures up the history of his own invest- 
ments, counts the loss and waste, he will 
undoubtedly find that his life insurance, 
after all, is his prize package. 


To make a success in the life insur- 
ance business, the agent must eliminate 
everything which will prevent him from 
successfully writing a large volume of 
business. The fact that he has written 
an application early in the morning does 
not mean that he is through for the day. 
He should go ahead just as if he had 
not landed a thing and try and write 
another. He must not clutter up his 
brain with non-essentials. He must 
concentrate on the job at hand. 





PERSONAL GLIMPSES OF LIFE. UNDERWRITERS ij 











Mrs. Garnett Lilly Hurt is doing ex- 
cellent work as general agent for the 
Shenandoah Life at Bluefield, W. Va. 

A little over a year ago she wrote 
a young man, a fireman, whose mother 
is a widow, and who depends upon him 
solely for her support. This policy is 
paid quarterly, and the young chap does 
not always have the money just at hand 
to pay the premium. Mrs. Hurt, how- 
ever, has never failed to collect the pre- 
miums, the young fellow being a child- 
hood acquaintance of hers. 

She had one narrow escape, however, 
following a recent pay day when young 
Mr. Fireman contemplated the follow- 
ing day a trip which would take the 
big share of his monthly allowance. 
That night when all the fire boys were 
sleeping, Mrs. Hurt stole quietly into 
the upper chamber of the fire house and 
abstracted the amount due for the pre- 
mium from his trousers pocket. She 
was detected, however, in her laudable 
peculation, and made her escape, slid- 
ing down the iron pole with such force 
as to forcibly remind her of her own 
name. 

However, she got away with the pre- 
mium, and is certain that hereafter the 
young policyholder will be more prompt 
in his payments. 

Among the new arrivals in the Union 
Central Life major league of producers 
is Miss Esther Teague of the Allen Wa- 
ters, Jr., general agency at Charleston, 
W. Va. She started her life insurance 
career in this agency last summer, her 
first policy being for $50,000. She easily 
qualified for the trip to New Orleans. 


A personal tribute is paid to the late 
Samuel Dow Wyman, general agent of 
the Berkshire Life, Boston, Mass., in 
the Berkshire “Evening Eagle” under 
the caption “Sam Wyman.” Mr. Wy- 
man was son of President W. D. Wy- 
man of the Berkshire. He died after 
a six month®’ illness resulting from an 
injury he sustained in an automobile 
accident while he was a student at Wil- 
liams College. The writer in the “Eagle” 
says as to Mr. Wyman: 


Sam Wyman was a boy of gracious 
and compelling charm. We think of him 
as a boy, though he was 30. His future 
seemed to be assured—a future of splen- 
did usefulness and high distinction—for 
he had the training, he had such manly 
strength, such confidence, such buoyancy, 
such eagerness, such poise, such hope. He 
had many of his father’s characteristics— 
tact, ability, skill in bringing men to- 
gether, the spirit of counsel and a fine 
sense of honor—and many of his mother’s, 
too. Such an inheritance carries with it 
gentleness, devotion, punctuality, a scru- 
pulous regard for all the niceties and 
moral excellencies and devotion to the 
noblest in human life. Sam’s winsome 
smile disarmed suspicion, even as it re- 
flected the sunny nature of the chivalric 
man. He was diligent in business, cir- 
cumspect in conduct, holding integrity to 
be at the very foundation of character in 
everything. A Phi Delta Theta man at 
Williams, he enjoyed popularity among 
his classmates and when it came time to 
record the story of his college life—of his 
formal education—it was written of him 
in fondness that he was a good-hearted 
fellow. He was ardent for the finer side 
of college life—its music, its art, its lit- 
erature. To every task he undertook he 
addressed himself with all his heart. The 
grief that is the family’s is felt by every 
friend. Sam was a good boy—a dutiful 
son, a true husband, a kind father, an up- 
right citizen and the best of friends. This 
memory lightens the load, softens the sor- 
row and will prove, I feel sure, a balm 
for hurt souls. 


E. H. Bradshaw, of Jackson, Miss., 
is off to a flying start in life insurance 
sold during the year 1923. His record 
for January was so good that his com- 
pany, the Phoenix Mutual Liie, took 
occasion to congratulate him on his suc- 
cess. Vice-President A. A. Welch in 
a letter said: “Your start in the race for 
1923 was such a good one that I want 
to send my congratulations to you. To 


write over $100,000 in a single month is ' department stores 0 





a record that one might well be proud 
of, and I am wishing for your continu- 
ance of this record during the balance 
of the year. It’s a record that would 
be worth trying for, wouldn’t it?” 


Sam Garber of the Missouri State 
Life’s Cleveland agency looms up as a 
dangerous contender for Robert C. 
Newman’s honor as Ace of Aces of the 
Quarter Million Club. Since July 1, 
1922, Garber has paid for more than 
$750,000 of business. He has a habit 
of paying for more business than his 
written business record. Of his $859,- 
000 paid for since the beginning of the 
club year but $565,000 showed as writ- 
ten business. He has demonstrated 
that it is comparatively easy to deliver 
additional policies once the examination 
is satisfactory. 

Robert E. Sweeney, who has been as- 
sistant agency manager of the State 
Life, has now been promoted to as- 
sociate agency manager. Mr. Sweeney 
has been with the State Life 20 years 
and has served in many capacities. He 
was for several years secretary of the 
agency department and then assistant 
agency manager. He is a capable life 
insurance agency man and this is a well 
merited promotion, 


L. L. McAlister has been made sec- 
retary of the agency department of the 
Southern Life & Trust. Mr. McAlister 
has been with the Southern Life & 
Trust since his graduation from David- 
son College in 1920 and has given a 
good account of himself in the inter- 
mediate department. This work gave 
him valuable experience in agency mat- 
ters and he is therefore equipped to take 
up his new duties. Mr. McAlister will 
continue to act as editor of the “Pilot,” 
the agency bulletin of the Southern Life 
& Trust. : 


W. B. Young of Omaha, who recently 
retired as Nebraska insurance commis- 
sioner, states that he has not been elected 
treasurer of the North American Life 
of Omaha, but is merely acting as its 
actuary. He continues to practice as 
consulting actuary, maintaining his office 
in Omaha. 


“Eddy” Hart, at one time a world 
famous football star, has joined the 
agency force of Bokum & Dingle, gen- 
eral agents in Chicago, for the Massa- 
chusetts Mutual. Mr. Hart was captain ° 
of the Princeton football team in 1910 
and again in 1911. He was chosen All- 
American tackle and is one of the best 
known and most successful line men in 
football history. His home was in 
Exeter, N. H. He went to Chicago, 
after graduating from Princeton, with 
the Booth Fisheries Company. He had 
a very successful war record and on 
being discharged from the army entered 
the general insurance business in Chi- 
cago. He went with Bokum & Dingle 
about the first of the year. 


Since A. H. Mavis took charge of the 
general agency of the Security Mutual 
in Cleveland, O., that territory has 
forged into a place on the companys 
honor roll for the last three months. 
making seventh place in January. Some 
time ago the agency moved into larger 
quarters in the new Keith building on 
“Playhouse Square.” Judging trom 
progress made during the past year the 
Security Mutual will enjoy a substan- 
tial development of its northern tert 
tory. 

Miss Ere> Weingaertner, for the past 
two years assistant in the sales service 
department of the Missouri State, Lite, 
and editor of “Moslic Topics. = 
monthly mgazine of the emoloyes © 
that organization, has resigned to he- 
come assistant advertising manaver 10% 
Stix. Baer & Fuller. one of the leading 
f St. Louis. As a> 
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sistant to Manager Roy Beck of the 
sales service department of the Missouri 
State, Miss Weingaertner had charge 
of the preparation of the paid advertis- 
ing copy. She is regarded as one of the 
most successful insurance advertising 
women in the country. 


Charles M. McCauley, Michigan gen- 
eral agent for the John Hancock, has 
been elected president of the Phi Delta 
Theta, which is the second largest fra- 
ternity in the United States. 


William H. Hunt, president of the 
Cleveland, Life, is on a Mediterranean 
cruise, having sailed from New York 
a few weeks ago. He will not return 
until May. President Hunt plans to 
spend a big part of the time in Italy. 


Louis F. Paret, Provident Mutual 
Life general agent for the state of New 





Jersey, wili have an attractive booth at 
the Camden “Own-Your-Home” Expo- 
sition, March 19-24, his idea being to 
stress life insurance as the surest way 
to perpetuate the home. Mr. Paret, 
a former president of the Philadelphia 
Association of Life Underwriters, is lo- 
cated in Camden, with branch offices at 
Newark and Trenton. 


Emile A. Levi, 60 years old, one of 
the best known life insurance agents of 
southern Indiana, died at his home in 
Evansville Monday night, as a result of 
a cerebral hemorrhage suffered a week 
before. Mr. Levi was born in Louis- 
ville, Ky., and went to Evansville 
when ten years old. He was district 
agent of the Guardian Life Insurance 
Company, being connected with the 
Charles B. Rudd agency. His two sur- 
viving sons, Morris and Lew Levi, are 
connected with the same agency. 
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“BOB” COLEMAN IS ADVANCED 





President of Pacific Mutual Big Tree 
Club Is Appointed General Agent 
in Kentucky 





The Pacific Mutual Life announces 
the apgointment of Robert L. Coleman 
as general agent in Kentucky, to suc- 
ceed Harry G. Hoffman, of Mt. Sterl- 
ing, who recently resigned after several 
years of successful service to devote his 
entire time to personal production, in 
connection with which he will continue 
to represent the company. 

“Bob” Coleman, as he is known 
among his associates in the field, has 
been for eight years one of the leaders 
in personal production in the Pacific 
Mutual agency organization. He gained 
no little distinction last year as presi- 
dent of the Big Tree Club by the able 
manner in which he presided at the 
company’s regional conventions which 
were held in Chicago, Estes Park and 
Atlanta. It has been said by some of 
the home office executives that he has 
few equals as a presiding officer. Mr. 
Coleman will establish his headquarters 
at Ashland. The territory covered by 
his agency embraces a large part of the 
state. 





J. P. Graber 


Joseph P. Graber has rejoined the 
International Life organization and been 
assigned to the North Dakota terri- 
tory. Several years ago Mr. Graber de- 
cided to give up insurance solicitation and 
devote all his time to several farms he 
owns in that vicinity. But the call of 
the rate book was too irresistible, so he 
is leaving the farm to hired hands. 





H, E. Hayward and L. B. Van de Linda 


Harry E. Hayward, for 37 years gen- 
eral agent for the New England Mutual 
Life in St. Louis, has resigned. He will 
continue with the agency as associate 
general agent. His post as general agent 
has been filled by Lloyd B. Van de 
Linda, who has represented several im- 
portant companies as general agent in 
Cincinnati. 





J. H. Copeland and L. A. Miller 


James H. Copeland and Laurens A. 
Miller, associated many years with the 
Northwestern Mutual Life at Decatur, 
Tll., will take over the district agency 
in that city and territory April 1. They 
succeed Million & Colby, former dis- 
trict agents. : 





Chase, Freeman & Dillehunt 


: joan onnecticut Mutual Life has opened 
headaaat agency for central Illinois with 
noe pe arters at Decatur, covering a num- 
man . The firm is Chase, Free- 
general illehunt. Samuel T. Chase is 
Freeman agent at Chicago. Allerton S. 
members ar" Leslie E. Dillehunt, the other 
necticut ue the firm, are well known Con- 
Mutual men. 








WOODHOUSE GOES TO AETNA 





Connecticut Manager of Phoenix Mu- 
tual Resigns to Become Boston 
Manager for Aetna Life 





J. M. Woodhouse, formerly a member 
of the firm of Welles & Woodhouse, 
managers for Connecticut and Rhode 
Island of the Phoenix Mutual Life with 
offices in Hartford, has resigned to be- 
come manager for the Aetna Life in 
Boston. The appointment is effective 
March 1 and follows the resignation 
of Kendrick A. Luther as manager at 
Boston to go to the home office of the 
company recently as agency secretary. 

Mr. Wocdhouse will be associated 
with Charles Jenney in the management 
of the Boston office of the Aetna Life 
under the firm name of Woodhouse & 
Jenney. The agency covers all the ter- 
ritory in Massachusetts east of Worces- 
ter, has a growing organization and is 
one of the important agencies of the 
company. 

Mr. Woodhouse has been in the in- 
surance business for more than ten 
years, having become connected with 
the Phoenix in 1913. Jan. 1, 1916, he 
was appointed supervisor at Indianap- 
olis and in September, 1918, he was 
called to Connecticut as manager, form- 
ing a partnership with Mr. Welles. 
Under this partnership the largest 
agency and one of the most aggressive 
in the state has been built. 


M. L. Munn and William Day 


Monte: L. Munn and William Day, 
former gridiron stars for the University 
of Nebraska football team of 1920, have 
opened offices in the Terminal building, 
Lincoln, Neb., and are representing the 
Travelers for Lincoln and vicinity. Mr. 
Munn was formerly with the Travelers 
in Kansas City. 

“Bill” Day was captain of his team in 
20 and played center, while Munn 
played guard. With their knowledge of 
the benefit of team work and working 
shoulder to shoulder, they will undoubt- 
edly pile up a splendid score for their 
new alma mater, the Travelers. 








Robeson & Virgo 


The Montana Life has appointed Rob- 
eson & Virgo as general agents at Mo- 
desto, Cal., their territory including the 
San Joaquin valley. Mr. Robeson was 
agency manager for a number of years 
for the Dakota Life. Mr. Virgo was 
connected for many years with the 
West Coast Life but retired from in- 
surance to engage in other business. 
Several months ago he returned to life 
insurance with the Montana Life. Mr. 
Virgo is a personal producer and a cap- 
able organizer. 





George H. Armes 


George H. Armes, until Jan. 1 with 
the Mutual Benefit Life, has been ap- 





pointed general agent at Louisville, Ky., 
for the Equitable of Iowa, effective 
March 1. Mr. Armes succeeds W. B. 
Pace, who has been general agent at 
Louisville. Mr. Pace has desired for 
some time to be relieved of the burdens 
of the management of the agency, al- 
though he wishes to continue as a per- 


sonal producer. 





Charles F. Gilson 


Charles F. Gilson, recently of Minne- 
apolis, has become manager for western 
Oregon for the Idaho Life with offices 
at Portland. Mr. Gilson has been in 
life insurance educational work in 
Minneapolis and formerly in Des 
Moines, Ia. Early in 1919 Mr. Gilson 
took up life insurance work as a general 
agent for a prominent western company. 
Two years later he was made manager 
for the company at Portland, Ore., when 
he became interested in educational 
work and in preparation for it took a 
life insurance course at Carnegie In- 
stitute. He graduated as president of 
his class in 1922. He then took up the 
work at Des Moines from where he was 
transferred to Minneapolis. 


J. S. Lane 


J. S. Lane has been appointed agency 
director of the southwestern department 
at Dallas of the Great Republic Life, 








by Manager J. R. Railey of that depart- 
ment. Mr. Lane has resided in Dallas 
for 15 years and was formerly connected 
with the Southwestern Life. He is well 
known in life underwriting circles of 
north Texas and wears several medals 
which were awarded to him for personal 
production. 





E. M. Rominger 


E. M. Rominger has been appointed 
general agent for the state of Oklahoma 
of the Great Republic Life, by Manager 
J. R. Railey of the southwestern depart- 
ment, and will make his headquarters in 
Shawnee. Mr. Rominger has been lo- 
cated at Oklahoma City, where he 
formerly represented the: Old Colony 
Life. 





W. R. Leisure 


The Western Life of lowa announces 
the selection of W. R. Leisure as dis- 
trict supervisor for a newly organized 
district of northwest Iowa with head- 
quarters at Spencer, Ia. 

Mr. Leisure, during 1919 and 1920 
was local representative for Western 
Life at Clear Lake and during 1920 did 
special work for the company in north- 
ern Iowa. In 1921 Mr. Leisure became 
connected with the Minnesota agency 
of the Central Life of Illinois with 
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RESULTS FOR YEAR ENDED 31st DECEMBER 


Increase for year, $94,686,738.96 


(Including Reassurances) 
Increase for year, $44,716,730.99 


Increase for year, $5,144,172.97 


Surplus over all liabilities and capital - 
Increase for year, $3,885,511.85 


New assurances issued and paid for in cash 


AVERAGE RATE OF INTEREST EARNED 6.27% 
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~ Communities 


Differ 


Outwardly many communities 
resemble each other. They seem 
to meet the same problems, en- 
joy the same pleasures, conduct 
their business in the same way. 
But inwardly,and from a life in- 


surance standpoint,no two com- 


munities are alike. The industries 
upon which that community de- 
pends, the source of income, re- 
ligion, in fact many factors con- 
trol the life of each community. 


The life insurance man who suc- 
ceeds, takes cognizance of all 
these controlling factors and 
shapes his selling program to 
meet the demands incurred by 
community life. He individual- 
izes his selling efforts to meet 
community character and in that 
work his efforts are recognized 


by the Ohio National Life. {gg 


No effort is spared in urging 
him to develop himself to meet 
his obligations as a citizen and 
a salesman. 


‘Ohio National Life 


Insurance Company 


Cincinnati, Ohio 


T. W. APPLEBY, President 











which he has been successfully con- 
nected until March 1 when he returns 
to lowa to again associate with West- 
ern Life as district manager. 


Charles E. Shedd 


Charles E. Shedd, formerly district 
manager for the Kansas City Life at 
McKinney and Greenville, Tex., has 
been transferred to Dallas as city man- 
ager for the sales force under Orville 
Thorp. Mr. Shedd is one of the “livest” 
insurance men in his section of the 
country and has made an enviable rec- 
ord at McKinney and Greenville. 


A. W. Lamar and W. M. Keizer 


The New World Life has announced 
the appointment of A. W. Lamar, Jr., 
as supervisor in Illinois and Walter M. 
Keizer as Wisconsin supervisor. 


D. W. Flickinger and O. O. Laughlin 


Dan W. Flickinger, a producer in the 
Indiana state agency at Indianapolis 
for the John Hancock, has been pro- 
moted to the position of field super- 
visor, formerly occupied by J. N. Shock- 
ney, who recently resigned. O. O. 
Laughlin succeeds Keiser as 
traveling auditor, Mr. Keiser having 
recently been appointed general agent 
at Springfield, Mass. Mr. Laughlin has 
been doing field work for the Indian- 
apolis office for two years. 


Willard E. Wildman 


Willard E. Wildman, formerly con- 
nected with the New York Life in 
Cleveland, has been selected as man- 
ager of the life department of the 
Evarts-Tremaine-Flicker Company, gen- 
eral agents for the Fidelity Mutual in 
that city. Mr. Wildman succeeds Thos. 
L. Bean, who was recently appointed 
superintendent of agents for the New 
York Indemnity. 


W. H. Crawford 


W. H. Crawford of Toledo has joined 
the White & Schleicher agency of the 
Massachusetts Mutual in that city. Mr. 
Schleicher wrote $24,000 in business his 
first month with the Massachusetts Mu- 
tual. He has been in the life insurance 
business in Toledo for about two years. 


M. A. Norris 


M. A. Norris, who was formerly with the 
California State Life for a number of 
years but who has been recently out of 
the insurance business, has returned to 
the insurance field with the Bankers’ Life 
in connection with the Charles A. Cohen 
agency of that company at Seattle. Mr. 
Norris is operating as a field man in 
northwestern Washington, with present 
headquarters at Everett. 


Life Agency Notes 


Herbert & Gaston, 309 Schweitzer buiid- 
ing, Wichita, Kan., have taken over severai 
Kansas counties for the Standard Life 
ef St. Louis. 

Charles G. Young has been appointed 
district manager of the New ngland 
Mutual Life at Fond du Lac, Wis. He 
has been a resident of Fond du Lac for 
the past six years. Mr. Young was in 
service during the World War, as major 
in the 339th infantry and stationed in 
northern Russia. 

Glenn Diddel, who has been active in 
the life insurance business in Indian- 
apolis several years, has been appointed 
special representative of the Massachu- 
setts Mutual by Ward Hackleman, general 
agent at Indianapolis. Mr. Diddel will 
specialize on inheritance tax insurance, 
tor which he has had special training. 

















Columbus Mutual Convention 


President C. W. Brandon of the Co- 
lumbus Mutual Life announces that the 
agency convention will be held Sept. 
3-4 at the Hotel Sherman in Chicago. 
The agents will pay their own expenses 
while they are in Chicago. A new basis 
has been worked out for paying railroad 
fare. Any agent who has written and 
paid for $50,000 between Jan. 1 and 
Aug. 1, will receive a check for his rail- 
road fare, figured on the basis of 8 cents 
per mile one way for the shortest route 
between his home and Chicago. Any 
agent who desires to attend and pays 
for less than this amount will receive 
one-tenth of the full allowance for each 
$5000 naid for, if the full allowance ex- 
ceeds $50. 





W. H. HUNT’S PROPHECY 
HAS BEEN FULFILLED 


Cleveland Life President Sounded 
Warning About High Finance 
Methods in His City 


BIG CONCERN COLLAPSED 


Cleveland Discount Company’s Failure 
Recalls the Remarks Made at Amer- 
ican Life Convention Meeting 


The Cleveland Discount Company, 
which went into the hands of receivers 
in Cleveland, O., last week, brings out 
forcibly the value of a safe investment 
such as life insurance offers. This com- 
parison is the more strongly emphasized 
by the fact that one of the principal sales 
managers of the Cleveland Discount 
Company was Gage E. Tarbell, vice- 
president and director of the company, 
and eastern general manager with a big 
office in New York City, a man well 
known in the life insurance business as 
former vice-president and head of the 
agency department of the Equitable Life 
of New York. Also, it is interesting to 
note that a number of life insurance 
agents were persuaded to take up the 
sales work for the Cleveland Discount 
Company. 


Warning Sounded by Hunt 


It is interesting in connection with the 
failure of the Cleveland Discount: Com- 
pany to recall the warning that Presi- 
dent W. H. Hunt made in a brief talk at 
the annual meeting of the American Life 
Convention in Milwaukee in September. 
Mr. Hunt said that this Cleveland con- 
cern was using life insurance agency 
methods and adapting life insurance sell- 
ing systems to the marketing of its 
stock. This was due, he said, to the 
connection of Mr. Tarbell with the com- 
pany, a man who was well versed in the 
plans pursued by life companies in hir- 
ing and training their men. The Cleve- 
land Discount Company made a raid 
on the life insurance selling forces, 
offering high commissions and attempt- 
ing to get them away from the life in- 
surance field. 

Company Sold Stock 


The Cleveland Discount Company was 
organized in 1918 and had been increas- 
ing its capital and selling stock through- 
out northern Ohio and other states ever 
since that time. Its capitalization 1s 
$20,000,000. The salesmen of the com- 
pany represented it as doing a real estate 
mortgage business on the Straus plan. 
The Straus plan is noted for the many 
years of success with which the origin- 
ators have carried on a real estate mort- 
gage business. 

The records show that there are 116,- 
276 shares of stock outstanding in the 
Cleveland Discount Company. These 
are carried on the books at $7 per share, 
or $813,375. This stock was sold as high 
as $50 a share to people in the small 
towns and cities of Ohio. It is the pre- 
sumption that the difference between 
the $7 and $50 was compensation to the 
organizers. 


How the Plan Was Worked 


As an example of the organizing 
methods of the Cleveland Discount 
Company, it is stated that the company 
entered one small town in northern 
Ohio, picked out a real estate and insur- 
ance agent who had established a modest 
business and ‘had a reputation tor the 
highest integrity. It hired this man on 
a salary considerably larger than his 
regular earning power to represent . 
in that city and promised him 10 percen 
commission on all stock sold in that 
city. On the theory that anything which 
this reliable business man had gone into 
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would be honest, many thousands of 
dollars worth of stock was sold in his 
city. He entered the contract in good 
faith, inducing his friends to place their 
savings in the stock of this company. 

An involuntary petition in bankruptcy 
has been brought against the concern b 
H. J. McNeil, Walter Kennedy and E. 
Becker. This is the second petition and 
will probably not be granted, inasmuch 
as receivers have already been ap- 
pointed. The interesting thing about 
this petition is that the three men named 
are salesmen of the company who are 
asking for commissions due them from 
the organization. 


Stockholders Will Lose 


It has been stated by Mr. Tarbell and 
other officials of the company that the 
bondholders, that is people who pur- 
chased real estate mortgage bonds from 
the concern, will be fully protected and 
will lose nothing. It is only the stock- 
holders who will be out of pocket. As 
an example of the kind of mortgages 
this concern was buying, it held a 
$3,000,000 first mortgage on the West- 
chester-Biltmore Country Club in New 
York state. This could hardly be con- 
sidered a conservative investment or 
comparable to the Straus plan. 


Knew Nothing of Its Methods 


One of the salesmen of this organ- 
ization, who was selling stock on the 
representation that the company was 
following the Straus plan, was asked if 
he knew what the plan was. It turned 
out that he really had no idea of the de- 
tails of this mortgage company’s 
methods and was only interested in 
selling stock. 

The Cleveland Discount Company 
built an office building in Cleveland at 
a cost of $6,000,000. Last July its re- 
scurces were reputed to amount to $42,- 
000,000. Feb. 12 Josiah Kirby, the 
president of the company, resigned and 
left the organization without a head. 
One of the principal stockholders was 
elected to fill the position, but imme- 
diately resigned, saying that the press 





of other duties made it impossible for 


him to continue. He probably found 
that things were in such condition that 
he could not hope to handle the proposi- 
tion in the manner satisfactory to him- 
self. 


MAKES INCREASE IN SURPLUS 





New World Life Pays Eight Percent 
Dividend—Has Thirty Mil- 
lion in Force 





President John J. Cadigan of the New 
World Life of Spokane announces that 
the company will pay an 8 percent div- 
idend to stockholders amounting to ap- 
proximately $90,000 for 1922. The com- 
pany’s net earnings for the year were 
$155,653 and its increase in surplus $65,- 
000. The company’s total surplus is 
now $628,117. 

Insurance in force at the end of the 
year was over $30,158,119, which is an 
increase over 1921. As a whole 1922 
has been a very successful year. 

The New World contemplates inten- 
sive agency development of California 
and Oregon during 1923. It is planned 
to develop this territory by means of 
home office supervisors as well as local 
general agents. 


Minnesota Round-up 


A regional round-up of Pacific Mutual 
agents was held in St. Paul, Minn., last 
week, all agents from Minnesota being 
called in to the conference and ban- 
quet by State Manager M. J. Dillon. 
Talks were given by the leading pro- 
ducers of the state and the Pacific 
Mutual managers, in addition to which 
L. L. Erickson of the Northwestern 
Mutual gave a talk. In his talk on 
business conditions, Manager Dillon re- 
ported that so far this year business 
is 200 percent ahead of last year, in- 
dicating the trend toward permanent 
improvement. 











“In a Class by Itself” 


Salesmen and General 
Agents Wanted 


in 


ILLINOIS 
INDIANA 
MISSOURI 
WISCONSIN and 
PENNSYLVANIA 
for 


Entirely New Accident Policy 


Built to Order by 
DEE A. STOKER 
Re-Insurance Underwriter 


725 LUMBER EXCHANGE BLDG., CHICAGO 
“Nothing Like It Under the Sun” 























BANKERS LIFE NSURANCE COMPANY 


OF NEBRASKA 


Home Office: Lincoln, Nebraska 


Assets, - 


$22,000,000.00 





Bankers Life Insurance Company, 
Lincoln, Nebraska. 


celled note. 


Stuck, though had to borrow twice to pay. 


Spokane, Wash., February 3, 1923. 


GENTLEMEN :—I was written up by W. W. Day, friend and neighbor, in the Bankers Life 
Insurance Company of Lincoln, Nebraska, when twenty-six years old, a twenty pay life. I of 
Paid in twenty years $557.00. Borrowed twice 
when in a pinch $421.00. Total received today cash surrender value $307.12 and my can- 


Young men, insure, it pays. Older men, insure, this protects your family and business. 


For promptness, courtesy, honesty and service you will search long for a better com- 
pany than the Old Line Bankers Life Insurance Company of Lincoln, Nebraska. 


Thanking you for your kindness through a long series of years, I remain 


Yours truly, 


H. E. BUTLER. 


TWENTY PAYMENT LIFE POLICY 


DEFERRED DIVIDEND TWENTY YEAR 
SETTLEMENT 


Matured in the 


OLD LINE BANKERS LIFE INSURANCE 
COMPANY 


Lincoln, Nebraska 
Name of insured............. H. E. Butler 


Er ee Spokane, Wash. 

Amount of policy................. $1,000.00 

Total premiums paid............. 557.00 
SETTLEMENT 

Total cash paid Mr. Butler.......... $728.12 


And twenty years’ insurance for nothing. 











Se 


If interested consult one of our agents or write Old Line Bankers Life Insurance Company of Nebraska, 


14th and N Streets, Lincoln, Nebraska 
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HOUSTON IS BACK OF 
QUALIFICATIONS ACT 





Illinois Insurance Superintendent 
Is Sponsor for the Bill Just 
Introduced 





BACKED BY STATE PEOPLE 





Text of the Measure That Has the 
Support of the Illinois Association 
of Insurance Agents 





Representative McMackin, chairman 
of the insurance committee of the IIli- 
nois house, has introduced the agency 
qualification bill in the legislature, it 
being the measure that was prepared by 
Insurance Superintendent T. J. Houston 
and has the backing of the administra- 
tion. Senator Kessinger has the same 
bill to introduce in the senate, Superin- 
tendent Houston will give the bill his 
personal backing and it will also have 


AMERICAN 
ENTRAL 








the support of the Illinois Association 
of Insurance Agents. The following is 
a copy of the bill: 


Section 1. Be it enacted by the people 
of the state of Illinois, represented in the 
General Assembly: No person shall pro- 
cure, receive or forward applications for 
insurance or in any way act for or in 
behalf of any insurance company, asso- 
ciation or other insurer, unless such per- 
son is licensed by the Department of 
Trade and Commerce as an insurance 
agent. 

Licensing of an Agent 


A person is qualified to receive a license 
to do business as an insurance agent 

1. Who is a resident of this state; 

2. Who has been authorized by any 
insurance company, association or other 
insurer, to transact business as the agent 
of such insurer; and 

3. Who is of good moral character. 

Any person desiring to obtain a license 
to do business as an insurance agent shall 
apply therefor to the Department of 
Trade and Commerce upon blanks fur- 
nished by the department. The applica- 
tion shall state under oath the name, age, 
residence, present occupation, occupation 
for the five years last past and such 
other information as the department may 
require. 

The application shall be accompanied 
by a written notice by an insurance com- 
pany, association or other insurer author- 
ized to transact business in this state, 
of its appointment of the applicant as 
agent, and shall also be accompanied by 


LIFE 





evidence verified by oath, and satisfactory 
to the department that the applicant is 
a person of good moral character. 


When the conditions herein prescribed 
have been complied with, the Department 
of Trade and Commerce shall issue to 
the applicant a license to do business as 
an insurance agent. 


Revocation of License 


Any such license may be revoked by 
the Department of Trade and Commerce 
for any one or more of the following 
reasons: 

1. The termination of the licensee’s 
authority to act as agent for the insur- 
ance company, association or other in- 
surer; 

2. Conviction of a felony; 

3. Wilful failure or refusal to comply 
with any provision of the laws of this 
state relating to insurance; or 

4. Any unprofessional or dishonorable 
conduct. 

The Department of Trade and Com- 
merce may not, however, refuse to issue 
or renew, nor revoke any license to act 
as agent for any cause, unless the person 
accused has been given at least 10 days’ 
notice in writing of the charge against 
him and a public hearing by the Depart- 
ment of Trade and Commerce, 

Upon the hearing of any such proceed- 
ing, the director of Trade and Commerce, 
the assistant director of Trade and Com- 
merce and the superintendent of insur- 
ance may administer oaths and the 
Department of Trade and Commerce may 
procure, by its subpoena, the attendance 





Insurance Co. 


INDIANAPOLIS, IND. 


Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 


of witnesses and the production of rele- 
vant books and papers. 

Any circuit court or any judge of a 
circuit court, either in term time or in 
vacation, upon application either of the 
accused or of the Department of Trade 
and Commerce, may, by order duly én- 
tered, require the attendance of witnesses 
and the production of relevant books and 
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LICENSE BILL 


Provides for licensing of agents, 
brokers and solicitors, 

Provides simple qualifications. 
Provides for means of revoking 
licenses, 
Gives insurance department | 
power to revoke license of one | 


FEATURES OF ILLINOIS | 
I 


who is securing such to effect in- 
surance on his own property or 
life. | 
All persons soliciting insurance | 
must have licenses except those | 
representing fraternal societies. 1] 
Prohibits discrimination and re- | 
bating. 
Violations shall be punishable } 
by fine of not less than $100 nor | 
more than $1,000. | 














papers before the Department of Trade 
and Commerce in any hearing relating to 
the refusal, suspension or revocation of 
certificates of registration. Upon refusal 
or neglect to obey the order of the court 
or judge, the court or judge may compel, 
by proceedings for contempt of court, 
obedience of its or his order. 


Can Appeal to Court 


Any person to whom the department 
has refused to issue or renew a license 
or whose license has been revoked by the 
Department of Trade and Commerce may, 
within ten days after the order, appeal to 
the circuit court of Sangamon county for 
the purpose of having the reasonableness 
or lawfulness of the order inquired into 
and determined. The person taking the 
appeal shall file with the Department of 
Trade and commerce, written notice of 
appeal. The department shall, within five 
days thereafter, file with the clerk of the 
circuit court of Sangamon county, a certi- 
fied copy of the order appealed from, 
and within ten days thereafter, a full 
record of the proceedings had before the 
department, including a transcript of the 
testimony, together with all exhibits in- 
troduced and considered by the depart- 
ment. The person taking the appeal, 
within five days after serving notice upon 
the department, shall file a copy of the 
notice with the clerk of the circuit court 
of Sangamon county, and the appeal she'l, 
thereupon, be docketed and tried without 
formal pleadings. No new or additional 
evidence shall be introduced upon the 
trial of the appeal, but it shall be heard 
on the record of the department as certi- 
fied by it to the circuit court. If it 
appears that the department fails to re- 
ceive evidence properly proffered, the 
court shall remand the case to the de- 
partment, with instructions to receive the 
testimony so proffered and rejected, and 
to enter an order based upon the evidence 
theretofore taken, and such new evidence 
as it is directed to receive. Upon hear- 
ing any such appeal, the court shall enter 
judgment either affirming or setting aside 
the order of the department either refus- 
ing to issue or renew or revoking the 
license. 

Any license to’ engage in business 45 
an insurance agent, heretofore issued oF 
hereafter issued, shall expire on the last 
day of January next after its issue, but 





may be renewed during the month of 
January of each year upon application 
and payment to the Department of Trade 
and Commerce, of any fees fixed by law. 
Licensing of Brokers 

Sec. 2. No person shall transact bus! 
ness or offer to transact business as 4? 
insurance broker in the negotiation of 
contracts of insurance or of reinsu! ance 
with any qualified insurance company, 
association or other insurer or agent 
thereof in this state unless licensed by 
the Department of Trade and Commerce. 
Any person, whether resident in this state 
or elsewhere, desiring to obtain 4 license 
as an insuranee broker shall apply there- 
for to the Department of Trade an 
Commerce upon blanks furnished by the 
department. The application shall state 
under oath the name, age, residence 
present occupation and occuaption during 
the five years last past and such other 
information as the Department of Trade 
The appli- 


and Commerce may require. 
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IF 


Your training, experience and knowl- 
edge of the life insurance business 
qualifies you to operate a general 
agency in 


CENTRAL ILLINOIS 


for an established and successful Old 
Line Mutual Life Insurance Company 
not now represented there 


We want to talk with you 


A Home Office official will arrange a 
liberal contract on a basis that will 
assure success. 

REAL MANAGERS ARE AGENCY 

BUILDERS AND WE WANT 
A MANAGER IN FACT 
AS WELL AS IN 
NAME 


All negotiations strictly confidential. 


Address Supt. of Agents, D-29 Care 
The National Underwriter. 


PUNCTUAL 





FEDERAL UNION LIFE 


Insurance Company 
Cincinnati, Ohio 


has just issued a very interesting 
booklet 


“Si.ggesticns for Increasing 
Your Income”’ 
and would be pleased to send a copy 
to every Life, Fire and Accident 
Agent in 


Ohio, Illinois and Kentucky 








THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your independence it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 

















Provident Life 
Insurance Company 








Bismarck, North Dakota 
Insurance in Force, $13,500,000 
H.H. STEELE, F. L. CONKLIN, 

i Secretary 
C.L. YOUNG H. B. BEACH, 
Vice-Presiden Ast. Sec. and Actuary 
J.L. BELL, W. H. BODENSTAB, 
Treasurer Medical Director 











cant shall also furnish to the department 
satisfactory evidence of his good moral 
character verified by the oath of at least 
three reputable citizens of this state and 
shall pay to the department a license fee 
of ten dollars. When the conditions herein 
prescribed have been complied with the 
Department of Trade and Commerce shall 
issue a license to transact business as an 
insurance broker. 


Revocation of a License 


Any such license may be revoked by 
the Department of Trade and Commerce 
for any one or more of the following 
reasons: 

1. That the licensee is not actually 
engaged in and carrying on the business 
of an insurance broker; 

2. That the licensee has placed insur- 
ance on risks in this state with com- 
panies, associations or other insurers not 
authorized to transact business in this 
state; 

3. Wilful failure or refusal to comply 
with any provision of the laws of this 
state relating to insurance; and 

4. That the licensee has been guilty 
of unprofessional or dishonorable conduct. 

Any such revocation or refusal to issue 
or renew the license as an insurance 
broker shall be subject to the conditions 
and provisions of Section 1 as to notice, 
public hearing and right to appeal from 
the orders of the Department of Trade 
and commerce in exactly the same way 
that these provisions relate to and govern 
the revocation or refusal to issue or re- 
new licenses as an insurance agent. The 
Department of Trade and Commerce shall 
publish notice of revocation of all licenses 
as insurance brokers in such manner as 
may be deemed proper for the protection 
of the public. 

All licenses as insurance brokers shall 
expire on the last day of January next 
after the date of issue, but shall be re- 
newable during the month of January of 
each year upon application to the Depart- 
ment of Trade and Commerce and pay- 
ment of $10 as a renewal fee. 


Licensing of a Solicitor 


Sec. 3. No person shall engage in the 
solicitation of insurance for and as the 
employe of any licensed insurance agent 
unless such person is licensed by the 
Department of Trade and Commerce as 
a solicitor. A person is qualified to re- 
ceive a license as an insurance solicitor 

1. Who is a resident of this state; 

2. Who has been employed by a 
licensed insurance agent to devote his 
entire time to the business of such agent 
under the personal direction and responsi- 
bility of such agent; and 

3. Who is of good moral character. 

Any person desiring to obtain a license 
as an insurance solicitor shall apply 
therefor to the Department of Trade and 
Commerce on blanks furnished by the 
department. The application shall state 
under oath the name, age, residence, pres- 
ent occupation, occupation for the five 
years last past and such other informa- 
tion as the department may require. The 
application shall be accompanied by writ- 
ten notice from a licensed insurance 
agent that he has employed the applicant 
as a solicitor and shall be accompanied 
by a license fee of $1, to be paid by the 
agent. In addition the applicant shall 
present evidence verified by oath and 
satisfactory to the department that he 
is a person of good moral character. 
When the conditions herein prescribed 
have been complied with, the department 
shall issue a license as an insurance 
solicitor. 


Revocation of Solicitor’s License 


The Department of Trade and Com- 
merce may revoke any such license for 
any one or more of the following reasons: 
1. The termination of the licensee's 
authority to act as solicitor for any 
licensed insurance agent; 

2. Wilful failure or refusal to comply 
with any provision of the laws of this 
state relating to insurance; 

3. Any unprofessional or dishonorable 
conduct. 

All the provisions and conditions pre- 
scribed in Section 1 relating to notice, 
public hearing and appeals from orders 
of the department revoking or refusing 
to issue or renew licenses, shall apply to 
licenses to act as insurance solicitor. 

All licenses to act as insurance solicitor 
shall expire on the last day of January 
next after the date of issue, but may be 
renewed upon application to the Depart- 
ment of Trade and Commerce and pay- 
ment to the department of the renewal 
fee of $1. 

_Sec. 4. It shall be the duty of the 





Department of Trade and Commerce to 











WANTED— 


GENERAL AGENT 
OR MANAGER FOR 


CHICAGO 


BY SOUTHERN LIFE COMPANY 
THAT HAS MORE THAN 


$175,000,000 


IN FORCE 


WHOSE CAPITAL AND SURPLUS IS IN EXCESS OF 


$2,500,000. 


CONTRACT DIRECT WITH HOME OFFICE. 
LIBERAL FIRST YEAR COMMISSIONS. 
NON-FORFEITABLE RENEWALS. 
OTHER ATTRACTIVE FEATURES. 


WILL CONSIDER LARGE 
GENERAL INSURANCE 
AGENCY 


PERSONAL INTERVIEW BY HOME OFFICE OFFICIAL. 
TELL US ABOUT YOURSELF IN FIRST LETTER. 


Address D-33 


Care THE NATIONAL UNDERWRITER 
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Who’s Who in the Reinsurance 


World? 


MI 
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Reinsurance Lif 
TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Wichita, Kansas 





Executive Offices 








Desirable territory open for General 
Agencies in Arkansas, Minnesota, and 
Western Kansas. 


Address Home Office 


CENTRAL STATES LIFE 


Insurance Company 
St. Louis, Mo. 








Nearly 1 44 Million Policies Now In Force 


Only four other life insurance companies in America have 
more policy contracts in force than this company. A study 
of the following growth in ten years is invited: 





Jan.1,1913 Jan.1,1918 Jan. 1, 1923 
Assets ........+.+++$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force... 61,484,358 115,099,897 296,880,278 


Attractive opportunities open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President CINCINNATI, OHIO 
Organized February 23, 1888 
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withhold any license applied for or re- 
voke any license issued to any agent, 
broker or solicitor, when it is satisfied 
that the principal use of such license is 
to effect insurance upon the property or 
life of such agent, broker or solicitor, or 
to evade or violate any provisions of the 
laws of this state. 

Sec. 5. It shall be unlawful for any 
insurance company, association or other 
insurer authorized to do business in this 
state to pay or cause to be paid for 
negotiating any contract for insurance 
on any property or human life within 
this state, any commission, consideration, 
money or other thing of value, to any 
person not licensed in accordance with 
the provisions of this act. 


No Discrimination or Rebating 


Sec. 6. No insurance company, officer, 
agent, broker, solicitor nor representative 
shall make or permit any distinction 
or discrimination in favor of insurants 
in dividends or other benefits, nor shall 
any such company, association or other 
insurer, officer, agent, broker, solicitor or 
representative pay or offer to pay or allow 
or give, directly or indirectly, as an in- 
ducement to secure insurance or in con- 
sideration thereof, any rebate of premium 
payable on the policy or any special 
favor or advantage or benefit to accrue 
therein or thereby, or any paid employ- 
ment or contract for services of any 
kind, or any valuable consideration or 
inducement not specified in the policy 
contract of insurance; nor give, sell or 
purchase, or offer to give, sell or purchase 
as inducement to secure insurance or in 
connection therewith, any stocks, bonds 
or other securities of any insurance com- 
pany or corporation, association or part- 
nership, or any dividends or profits ac- 
cruing thereon, or anything whatever 
of value, not specified in the policy. 


Sec. 7. The provisions of this act do 
not apply to fraternal beneficiary so- 
cieties. 


Penalties for Violation 


Sec, 8. Violation of the provisions of 
this act shall be a misdemeanor and any 
such violation shall be punishable by a 
fine of not less than $100 nor more than 
$1,000, to be recovered in any court of 
competent jurisdiction in an action for 
the use of the people of the state of 
Illinois upon the relation of the director 
of the Department of Trade and Com- 
merce or the attorney general or the 
state’s attorney of any county within this 
state. 

Sec. 9. Nothing in this act shall be 
construed to require any duly licensed 
agent to secure a broker’s license. 

Sec. 10. All laws or parts of laws in 
conflict herewith are hereby repealed. 


Exempt From Qualification Bill 

LANSING, MICH., Feb. 27.—By 
agreement reached with the house in- 
surance committee, representatives oi 
life insurance companies doing business 
in Michigan were assured the agents 
qualification bill would be amended to 
exempt life insurance agents from all 
features except that of paying a $2 
annual license fee. Reciprocal ex- 
changes also asked that their employees 
be exempt from the provisions of the 
measure, but no agreement was reached 
on this point. The committee will de- 
cide as it sees fit. 

Representative Palmer’s bill to pro- 
hibit derogatory statements in regard 
to fraternal insurance societies, insur- 
ance companies and_ reciprocal ex- 
changes, has been permanently pigeon- 
holed by the house insurance commit- 
tee, Chairman O’Brien announced 
Tuesday. 


Drops Insurance News 


The Chicago “Herald-Examiner” has 
given up its commercial edition, which 
it has been publishing or some time. 
Its commercial and financial news will 
be considerablv condensed. In this con- 
nection, therefore, it is giving up its 
insurance news department, which has 
been a feature of the paper ever since 
the Chicago “Herald” was combined 
with the Chicago “Examiner.” Insur- 
ance Editor Pluvius Juniper Veronese 
McKian had his last column ‘in the 
paper Saturday. He is made assistant 
associate editor of the “Insurance 
Field” in Chicago. The Chicago “Jour- 
nal of Commerce” now has the only 
daily insurance news column in Chi- 
cago. 





CONGRESS AT DENVER 


AGENTS’ ANNUAL CONFERENCE 





Colorado Association Stages Successful 
Sales Congress, with Strong Pro- 
gram Including Eliason 


DENVER, COLO., Feb. 23.—The 
third annual sales congress held under 
the auspices of the Colorado Associa- 
tion of Life Underwriters was held in 
the Albany hotel here last Tuesday. 
Last year the sales congress was held 
in the same room of the hotel and every 
seat in the house was filled. This year 
every seat was taken, every bit of 
standing room was utilized and a large 
number were compelled to stand in the 
hall outside of the room. The program 
was made up of an interesting, in- 
structive and live-wire group of speak- 
ers that had a message and delivered 
in a manner worth while. 

Many Good Speakers 


The congress was called to order 
Tuesday morning by W. W. Winne, 
chairman of the executive committee of 
the Colorado association. The first 
speaker of the morning’s program was 
B. A. Notzon, Denver manager of the 
New York Life, who gave a brief ad- 
dress using for his subject, “Life Insur- 
ance Defined.” In his definition he 
pointed out the high ideal life insurance 
stood for and the important place it had 
come to hold in the life of the people 
of this country. 

James H. Dalton, manager of the 
Metropolitan’s Denver district, dis- 
cussed the natural premium system used 
by fraternal and assessment associa- 
tions, declaring it could not possibly be 
maintained over a long period of years, 
due to inherent defects in the system; 
and that even now this system had 
practically given place to scientific pre- 
mium system used by old-line compa- 
nies. 

“The Scientific Premium System 
Used by Mutual, Mixed and Stock Life 
Insurance Companies” was the subject 
of an address by James H. Cowles, 
general agent of the Provident Mutual 
Life, who declared that the funda- 
mental soundness of the insurance idea 
was the true reason for its gigantic de- 
velopment, though the war and business 
conditions were contributing factors. 

J. G. Conway, of the Equitable, talk- 
ing on “Sources From Which Future 
Business Is to Come,” presented many 
suggestions for analyzing territory and 
handling prospects that all possible 
business of a community be made avail- 
able. He declared a rainy day one of 
the best for finding business men in 
their offices and willing to talk insur- 
ance. “Make un a rainy day prospect 
list,” advises Mr. Conway, “and you 
will have work to do when the rain 
falls.” 

Harry W. Wood, acting director of 
the insurance department of the Denver 
University, spoke before the sales con- 
gress on “Income Insurance for Fam- 
ily Protection,” pointing out that the 
loss from an interrupted program, which 
was inevitable in every man’s life, must 
be met in some fashion. either by 
proper provision through insurance oF 
by less desirable form of dependency of 
loved ones. ; 

Dayton Adams. of the New York Life. 
spoke on the subject, “Business Insur- 
ance.” 

President Eliason Welcomed 


A welcome to the president of the 
National Association was extended by 


J. Stanley Edwards, Denver manager 0 
the Aetna and ex-president of the asso 
ciation. 


“Life underwriters should look for- 
ward with optimism and the belief that 
1923 means many steps forward in the 
business they have chosen.” said A 
Eliasov, president of the National 
Association of Life Underwriters. in_his 
address before the sales congress. “The 
business of most companies showed 2 
great improvement in the latter part 
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‘ER = - a em - cuny ween to ~* : 
ieve tha e volume of business wi 
continue to grow.” 
| Smee = "|| SECURITY LIFE INSURANCE CO. OF AMERICA 
of men who are now life underwriters— O. W. JOHNSON, President ROOKERY, CHICAGO 
ycung men, full of vigor and enthusi- 
—_— asm that would make for success and INSURANCE IN FORCE DEC. 31, 1921 : : : $37,100,961 
‘ — to vr ae of their profession. Assets 4.442.069 
ro- “The peddler of insurance, known to : Sd Pa : et : ; . . fibers. 
every man, is gone,’ ne enid, “and in Payments to Policyholders since Organization " R : 3,727,743 
is place has come the life underwriter, 
equipped with a knowledge of his busi- Exclusive General Agencies for Minneapolis, St. Paul and Duluth, direct with the Company. 
-The ness, arguments and personality that Openings for General Agents and Managers in Fifteen States 


compel attention. In the future agen- 








_— cies will be built on more conservative Addvese 8. W. GOSS, Vice-President and 
id in and scientific Jines. Forced business Manager of Agen 

vo Me and high tension methods are out of 

held date. Special consideration and profes- 


sional service are the keynotes that will 


eer | euses‘r ihe tures"? 1) The Companies That Stay Are the Companies That Pay 


There was no session Tuesday after- 


large : oye b 
1 the py hg Se ry eggs dae | be When a company has proven its staying qualities, as the Western Reserve Life 
“_“~ was. served with Royal E. | Hoover, Insurance Company of Muncie, Ind., has, the agent who desires to be a general 
cilia president of the Colorado Association o i : : : 8 
peak: Ue Ushewtenn conten Ativan agent can think favorably of that institution. Permanent success can only be at 
were given during the evening by Wil- tained through a permanent connection. The companies that stay are the companies 
liam E, Sweet, governor o olorado; ese : : 
John Sullivan, investment broker; Paul that pay the representative in the long run. 


ees ee WESTERN RESERVE LIF E INSURANCE Co. 
























































ee of J.H. Leffler, Acting President John W. Dragoo, Sec Harry H. Orr, General 
first GUARDIAN MANAGERS’ MEETING MUNCIE, INDIANA 
was 
= Vice-President Hansen in Charge of 
Bind Conference at St. Louis, With 25 
h States Represented 
4. THE STATE OF MICHIGAN 
t had ST. LOUIS, MO., Feb. 27—Guardian : ; . ; 
ecople Life managers from 25 western, south- A direct General Agent’s Contract for definite territory 
| western and northern states attended the . - . . 
the annual sales conference here last week. in the State of Michigan 1S ready for the right man. 
dis- Arrangements for the gathering were 
used largely in charge of Kronsbein, Senn & Address 
ys Tubbessing, St. Louis managers for ERNEST C. MILAIR, Vice-President and Secretary 
y be the company. 
ears, The program dealt principally with W . . 
item; the details of the service systems of the : George ashington Life Insurance Company 
had company, including the prospect bureau |] gappison B. SMITH, President CHARLESTON WEST VIRGINIA 
pre and the Better Business Bureau. The 
mpa- gathering was closed with a banquet 
and theater party. 
Ste Vice-President T. Louis Hansen 
biect headed the list of ageakers, and pre- . 
sided over the gathering. is subject h Cl f th D WW k 
— was “Extension of Life and Life Sav- I e ose Oo e a . Ss or 
utua ing.” Another home office man who 
_ spoke was George L. Hunt, superin- : . 
: de- Ss ae SS ee HEN you begin to figure up yourearn- All this and more we constantly strive to 
a ‘The other speakers were managers ings and recall the several reasons for give our agents. This coupled with good 
a. of the various states in the territory i] ° h h li t ts d libe l “_* . 
no covered by the en bar -¥ pace | fai ures during t e past year, you then more policy contracts an 1berai Commissions, 18 
was a general discussion of each subject . ° ca ° ° ° ° 
nany taken up.. Some of the matters taken than any other time keenly realize the im- an incentive which should interest any am- 
sible 7 es ee portance of a helpful constructive home bitious agent who wishes to make the most 
= -ife Insurance Needs of the Profes- . : : : 4 
wail- sional man,” “Women in Life Insur- office service that trains you to overcome of his salesmanship efforts. 
e ance,” “Personal Efficiency and Plan- : 
a ning,” “Tax Exemptions on Life such failures. 
oo insurance,” spomeent ay wl “Pant. 
: ing Your Market,” “The Approach,” " ° 
ba “The Presentation,” “The Close,” “Re- One of the vital elements which makes your 
Peat Business,” “The Psychology o . . . ° 
al Selling,” “Wills and Their Relation to day profitable is a harmonious working 
< ruc insurance,” “The Federal Income || arrangement with home office officials and © We would like to hear from several 
Tax,” “Income Insurance. 2 : <p : : Ae 
- At the banquet Vice-President Han-||' a direct co-operative spirit generously given. good men for important field positions 
the sen and Superintendent Hunt were the . 
hich Principal speakers. The St. Louis 
anal agency organization of 20, many of — - 
a accompanied by their wives, attende 
te aa ietgee onl canter pert. Inter-Southern Life Insurance Compan 
-y of seaihiieiedaniiee JAMES R. DUFFIN, President LOUISVILLE, K Cc 
7 Liberty Life’s Figures 
Life. y it gur 
isur- The Liberty Life of Topeka, Kan., 
ae issued its financial statement as of e . @ 
ec. 31, showing assets $884,426, as I d N t al : f I ( 
the snared with $501,531 the year before. n lana a 10n { e nsurance om an 
1 by ts capital stock is $200,000 and the net 
or of ges over capital and all other liabil- INDIANAPOLIS, INDIANA 
80> tes amounting to $57.743. Its insur- ° ° ° ° ° ° ° ° . ° 
se ance in force is $12,823,200. The Lib- Splendid territory open in Indiana, Michigan and Illinois, for District and 
for- ttv Life is now Fcensed in Kansas an ° P 
- Nebraska but will enter other western General Agents, who are capable of handling men. 
he States soon. The comnany is moving — ° . 
: slong, in fine dete, Dalen the first Best Commissions and Renewals. eo + gh camp a paid 
ona vO dividend payi rears the Liberty ; ; ildi 
~ Life paid $39,980 re Re ma oc Pe md you or your estate. If interested in building for yourself, write 
‘The "8 Policvholders than was paid by any 
da — life company during a similar Cc. D. RENICK, President ERNEST E. WEBSTER, General Agency Manager 
‘t of , 














THE NATIONAL UNDERWRITER 





March 1, 1923 














DAKOTA LIFE 
INSURANCE COMPANY 


WATERTOWN, SOUTH DAKOTA 


A strong conservatively 
aggressive Company 


If YOU’RE big enough to handle a 
General Agency, and can prove it; 
willing to demonstrate your produc- 
tivity before asking for special con- 
cessions, WE can arrange a direct 
Home Office contract with expense 
allowance in Montana, North Dakota, 
Colorado, Minnesota and Nebraska. 























Py HE Chicago National 
ve ee 

le | Life Insurance Com- 
S77 pany has special in- 
“ZI ducements for live 
agents in Illinois and Indiana, 
advantageous contracts, 
standard policy forms, home 
office co-operation and the 
influence of 1200 stockhold- 
ers in both States. 


Five thousand leads received last 
month from our stockholders. 


INCORPORATED 
GENERAL AGENTS 


Chicago National Gndertwriters Co. 


202 So. State St. Chicago, III. 




















TO TRAIN SUPERVISORS 


NEW COURSE AT CARNEGIE 





Six Weeks Training Will Be Given for 
Managers and Field Men Start- 
ing April 16 





To aid in developing capable super- 
visors, district managers and sub-man- 
agers, a practical course in agency su- 
pervision and training will be given at 
the Carnegie School of Life Insurance 
Salesmanship, April 16 to May 26. 

The material in this course has been 
gathered from men in the field and has 
not been evolved out of preconceived 
opinions, nor compiled from theoretical 
treatises. 


How Curriculum Was Prepared 


First, a detailed analysis of a super- 
visor’s activities was secured by com- 
bining the results of hundreds of thor- 
ough interviews with agency officers, 
managers and field men. The result 
was the picture of an ideal supervisor. 
Then the curriculum material was or- 
ganized on the basis of this job analy- 
sis. It was collected from a large num- 
ber of successful field men arid man- 
agers, who contributed the methods 
each has found most successful in ful- 
filling the different duties of a super- 
visor, 

The course is grounded on successful 
practice. It is the joint product of 
seven men who have spent several 
months in finding out just what ought 
to be included and excluded, to accom- 
plish the most possible in six weeks’ 
time. 

How Subjects Are Taught 


Lectures, class discussion of exten- 
sive mimeographed material, observa- 
tion of training methods in actual use; 
and actual practice, under guidance, in 
coaching and supervising inexperienced 
salesmen are the methods chosen. 

Subjects of Instruction 


1. Seeking agents. Where and how 
to locate prospective agents. How to 
select desirable agents. 

2. Making contracts. How to sell 
prospect the business of life insurance. 
Planning his financial program to en- 
able him to engage in it. 

3. Training the new agent. Training 
by reading or correspondence lessons. 
Oral training—individual or in groups. 
Training by joint work in the field. 

4. Developing the agent. Extending 
his acquaintance and influence. Teach- 
ing new and special uses for insurance. 
Improving personality, capacity and 
methods of working. 

5. Stimulating an agency. Contests, 
drives, honor rolls and quotas. Sales 
letters, bulletins and circulars. Agéncy 
meetings and conventions. 

6. Social relations. Agency business 
and social organizations. Relations be- 
tween agents; relations to the super- 
visor. Enlisting the support of agent’s. 
family. 

7. Supervisor’s personal efficiency. 
Maintaining prestige and sales records. 
Allotment of time and assistance to 
agents. Retaining enthusiasm for the 
work. 

8. Field practice in supervision. The 
experience of the student is organized, 
directed and reviewed. This course, 
given under normal agency conditions, 
is the keystone of the curriculum. 


Entrance Requirements 


In personality and character, the ap- 
plicant must be of the type likely to 
succeed in a supervisory capacity. Re- 
sponsibility for passing on these and 
all other qualifications rests jointly with 
the director of the school and the 
agency officer of the company con- 
cerned. No application will be consid- 
ered which does not have the endorse- 
ment of the agency officer or general 
agent with whom the applicant is under 
contract, 


HAS PROVED ITS VALUE 


SELLING BUSINESS INSURANCE 





Detroit Agents Have Specific Cases to 
Show How Important It 
Is to Many Firms 





DETROIT, MICH., Feb. 27.—Busi- 
ness life insurance is going strong in 
Detroit and most of the larger agencies 
here are getting a good share of the 
business. 

One case developed recently which il- 
lustrated how advantageous such a pol- 
icy really is to business men. By the 
payment of one premium, a Detroit con- 
cern will receive $50,000 on a_ business 
life policy through an automobile acci- 
dent which resulted in the death of the 
insured within a day after the sale was 
completed. 

Owens Tells Story 


Ernest W. Owen, Detroit manager 
of the Sun Life of Canada, tells the 
story, as follows: ; 

“On Thursday, Feb. 8, Henry W. 
Tryloff completed the details concerning 
a business policy on the lives of two 
members of the Louis Rose Buick com- 
pany of Detroit. 

“On my way to Jackson, Mich., that 
same day, I saw a headline in a news- 
paper telling of an automobile accident 
and upon reading further was shocked 
to find that George W. Handloser was 
the victim. In trying to avoid hitting 
another car, he collided with the con- 
crete traffic tower at Belle Isle bridge. 
He never regained consciousness. The 
premium had been paid on his policy, 
which was for $25,000, with the double 
indemnity clause included, and the Sun 
Life will pay to the Louis Rose Buick 
company $50,000. 

“This firm was in its infancy, barely 
out of the cradle. The principals fore- 
saw the need of business insurance and 
they acted in time.” ; 


Finds Ready Sale 


Nathaniel Reese, general agent of the 
Provident Mutual Life, says that busi- 
ness insurance is finding a ready sale 
in Detroit and that some of the policies 
are of unusually good size. ; 

“This is a hustling city, and traffic is 
heavy. Almost every business man 
drives some kind of a car and accidents 
are frequent. The business life policy 
is a winner with the careful business 
man and he is taking advantage of its 
benefits.” 











or more; at least a high school gradu- 
ate; and for the time being, only men 
can be accepted. The tuition is $250 for 
the term of six weeks. 

April 16 is the date of opening of the 
supervisors’ course. This is two weeks 
later than the beginning of the spring 
term for life insurance salesmen. Mem- 
bership is limited to 20 students—not 
more than one from each of the partici- 
pating organizations. 

Members of Faculty 


The faculty is as follows: Thomas 
Stockham Baker, President, Carnegie In- 
stitute; Walter Van Dyke Bingham, Di- 
rector, Division of Cooperative Research; 
Charles J. Rockwell, Professor of Life 
Insurance Salesmanship and Practice and 
Director of the School of Life Insurance 
Salesmanship; Edward K. Strong, Jr. 
Professor of Educational Research and 
Head of the Department of Educational 
Reference and Research; Curtis A. Hol- 
lingsworth, Assistant Professor of Life 
Insurance Practice; Werrett W. Char- 
ters, Professor of Education and Direc- 
tor of Research Bureau for Retail 
Training; and Clarence S. Yoakum, Di- 
rector of Bureau of Personal Research. 


About 100 agents of the Equitable Life 
of. New York who report to the genera: 
agency of Henry Powell in Louisville an 
Cincinnati, met for a two days’_educa- 


tional meeting at Cincinnati on Monday 





The applicant must be 30 years of age 


and Tuesday of this week. 
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INSURANCE BAROMETER 





SHOWS PROSPERITY ADVANCE 





Haley Fiske at Baltimore Comments on 
Increasing Volume of Business— 
Prohibition Has No Effect 





BALTIMORE, MD., Feb. 26—Ad- 
vancing industrial prosperity throughout 
the United States is reflected in the 
rapidly increasing volume of insurance 
written in this country, Haley Fiske, 
president of the Metropolitan Life, de- 
clared here this week at the triennial 
conference of Metropolitan agents from 
Maryland and Delaware. 

“Insurance is the most accurate bar- 
ometer of the economic situation of any 
country,” said Mr, Fiske, “and from the 
insurance statistics it is possible to 
gauge the national industrial and busi- 
ness situation.” 

In the past year unemployment has 
been reduced greatly in every section of 
the country, notably in the eastern states 
and the industrial cities. Baltimore has 
shared in that progress, Mr. Fiske says. 
Insurance here has grown measurably in 
the last few months. 


Growth of Group Insurance 


“One of the most important move- 
ments reflecting the industrial progress 
of the United States is the phenomenal 
growth of group insurance. Factories 
and large business concerns everywhere 
are adopting this method of protection, 
and it has resulted in a new and better 
relationship between employer and 
worker,” he said. ° 

“Insurance among the workers of a 
country is the surest measure of their 
prosperity. When money is scarce, the 
laborer is first to feel the effects. When 
money is plentiful, he is one of the 
first to benefit. Insurance business 
among these classes varies accordingly.” 

The influence epidemic had a measur- 
able effect on the mortality records. 
The Metropolitan records show a 100 
percent increase over former years, ad- 
vancing from 5 to 10 per 1,000 and rank- 
Be nent to tuberculosis in the mortality 
table. 

Prohibition has had no effect on in- 
surance, so far as records show, Mr. 
Fiske asserts. Contrary to the popular 
belief, current brands of “hootch” have 
not noticeably increased the death rate 
as recorded by the insurance companies. 

“There has been often mention made 
of the possible result of prohibition in 
the insurance business, but so far as the 
records of the Metropolitan are con- 
cerned, there has been no effect,” says 
Mr. Fiske. 

_Deaths from alcoholism in normal 
times are so few as to be almost negli- 
gible in insurance, he said, and it would 
require an enormous increase to be 
noticeable in the records. Intemperance 
is hardly considered in the mortality 
causes among insurance companies. 


Kansas Agent Cited 

ma: A. Foster, an insurance agent at 
Tribune, Kan., has been cited to appear 
before the insurance superintendent 
March 21 to show cause why his license 
Should not be revoked. Foster has been 
accused of misrepresenting the insur- 
ance he has been selling. It is charged 
that he has been selling accident and 
health insurance under the guise of life 
insurance, 





WANT TO KEEP MONEY 


—_— 


DRASTIC MICHIGAN BILL UP 





Legislature Gets Measure to Require 
Investment of 75 Percent of Legal 
Reserve in Michigan 





LANSING, MICH., Feb. 24.—One of 
the most drastic pieces of insurance 
legislation thus far introduced into the 
Michigan legislature was thrown into 
the hopper this week by Representa- 
tive Little, member of the house insur- 
ance committee, in the form of an in- 
vestment bill, patterned closely after 
the famous “Robertson Bill” in Texas. 
A bitter fight for the very existence of 
agencies of the out-of-state companies 
will be made and the Lansing Associa- 
tion of Life Underwriters, at its monthly 
meeting here today, adopted a resolu- 
tion conedmning the bill, copies to be 
sent to the house insurance committee. 
This new piece of legislation came as 
a bolt from the sky, as it was believed 
that all the insurance bills for this sea- 
son had been introduced. An addition 
of one of so drastic a character is a 
surprise and a blow to all who have 
been following the legislature. 

The proposed legislation, known as 
house bill number 225, requires the in- 
vestment by all life companies of 75 
percent of the legal reserve required 
on all their Michigan business be in- 
vested and kept invested in Michigan 
securities. This is the same provision 
that played havoc with life underwriting 
in Texas a few years ago and drove the 
larger foreign companies from the state. 
The Michigan agencies have been noti- 
fied by their home offices that the future 
existence of these agencies is in danger 
if the measure passes. There is already 
much activity in local insurance circles 
and it is understood that next week 
will see the arrival of several high offi- 
cials of the larger companies, to be 
on the “battle ground.” 

Representatives of life insurance com- 
panies operating in Michigan were 
given a hearing before the house in- 
surance committee today on the com- 
pulsory investment law now before the 
lower branch of the legislature. Noth- 
ing definite could be learned, but the 
impression seemed to prevail, after the 
hearing that the measure would not be 
reported out of committee. 





PENDING IOWA LEGISLATION 





Several Important Measures _ Still 
Awaiting Action as Recess Is 
Taken for 10 Days 





DES MOINES, IA. Feb. 27.—A 
number of important life insurance bills 
are pending before the Iowa legislature 
which adjourned Friday for a ten days’ 
recess, Thus far no important action 
has been taken upon any legislation in 
which life companies are especially in- 
terested. 

Among late bills introduced is one 
which provides that life companies li- 
censed in Iowa will not be licensed until 
they have a paid-up capital of at least 
$100,000 and a cash surplus of 25 per- 
cent of the paid-up capital. The insur- 
ance department drew up the measure 





MEN WERE MOVED 


not so much by Abraham Lincoln’s power of oratory 
as by the tremendous earnestness of the man, convey- 
ing to his hearers his INTENSE BELIEF in the cause 
for which he stood. 


It is characteristic of NATIONAL FIDELITY rep- 
resentatives that they, too, are possessed of an IN- 
TENSE BELIEF in their goods and in the service 
rendered policyholders and agents by their company. 
They find it easy to inspire a like belief and enthu- 
siasm in the minds of their prospects. They move 
men powerfully because they believe strongly—in NA- 
TIONAL FIDELITY LIFE, 


There’s a reason, 
There are several— 


One of them is our “Junior” Department. It is DIF- 


FERENT. Ask us about it. 


Special opportunities just now in Missouri and Kansas. 


Address Branch Office—Thirteenth Floor Federal 
Reserve Bank Bidg., Kansas City, Mo, or Home 
Office, Sioux City, lowa. 


NATIONAL FIDELITY LIFE j 
INSURANCE Co. 
Ralph H. Rice, President 











Distinctive Agency 
Service 


The Mutual Benefit through its educational 
methods affords every opportunity to its repre- 
sentatives to so fit themselves that they may be 
competent to give sound advice to their clients 
along Life Insurance lines. 


THE MUTUAL BENEFIT LIFE 


INSURANCE COMPANY 
Organized 1845 


Newark, N. J. 


ALWAYS PURELY MUTUAL 








Double Indemnity 





BUILD YOUR OWN BUSINESS 7% 


Under Our Direct General Agency Contract 
Our Policies Provide for 


Disability Benefits 


Reducing Premiums 
SEE THE NEW LOW RATES 


ORGANIZED 1850 






INSURANCE CO. 


66 BROADWAY NEW YORK 
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Down 


Selling expense is a big element in the cost of production. Should 
expense mount too high, the agency must either find a remedy 
or give up the field to competitors. f 
Unproductive solicitations are the largest expense. Time, effort 
and money is lost. And in the majority of cases unproductive 
solicitations are the result of physically impaired prospects. 

Medical Life writes a policy which will eliminate this big sales 
expense. This Sub-standard policy is very liberal and meets the 
requirements of those who are physically impaired. me 
Medical Life also writes the regular Standard policy and a Child’s 
Endowment policy. Rates are equal for both sexes. Equipped 
with these sales units every agent can materially cut selling 


costs. Write for detailed information. 


ie Keeping Expense 





” 


ICAL LIFE 


INSURANCE COMPANY OF AMERICA 
WATERLOO IOWA 
E. E. BROWN I. G. LONDERGAN 
Agency Supervisor Secretary 














ROYAL UNION MUTUAL LIFE 
Insurance Company 
DES MOINES, IOWA 


FRANK D. JACKSON, President SIDNEY A. FOSTER, Secretary and Vice President 














New England Mutual Life Insurance Co. 
87 Milk St., Boston 
December 31st, 1922 
$127,966,787.69 
121,028,068.67 
6,938,719.02 


ee 6 6 6 8 we Ot 
Liabifities. . ... 2 « 
Surplus. . «© « + « 





The Dividend of $4,400,000, set aside to be paid in 1923, 
is carried as a liability and is-not included 
in the Company’s Surplus 

















Our Agents Have 
A Wider Field— 


An Increased Opportunity 


Because we have 
Age Limits from 2 to 60. 
Policies for substantial amounts (up to $3,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the Fam- 
ily’s insurance on the Ordinary, i.e. Annual, Semi-annual or quarterly 
premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for Males 
and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


“THE OLD COLONY LIFE INSURANCE 














COMPANY of CHICAGO, ILL.” 








and is urging its passage. A similar 
bill has been brought up in connection 
with the revision of the code. The orig- 
inal law provided that a ‘ife insurance 
company must have a paid-up capital 
of at least $100,000. The committee has 
referred it back with the provision that 
it must also have $100,000 paid up sur- 
lus. 

' Another department bill provides that 
when an insurance company withdraws 
from its securities on deposit with the 
department, a farm mortgage, it may 
substitute for it at the same face value 
a bill of sale to the property covered 
by the mortgage or a deed to the prop- 
erty. The latter must show title in the 
insurance commissioner. This is to 
correct difficulties that have arisen whey 
the companies in the past in foreclosing 
mortgages were forced to substitute 
other securities. 

Senator Dutcher has a bill amending 
the section relating to valuation of as- 
sessment policies or certificates or ben- 
efit certificates or assessment companies 
or fraternal beneficiary societies re- 
incorporated to transact life insurance. 
It provides that the assessment policies 
or certificates or benefit certificates of 
such concerns shall be valued as term 
policies and the reserve shall be the 
unearned portion of the premiums or 
assessments collected during the cur- 
rent year. They shall be available for 
payment of claims on such policies or 
certificates. 


UNION MUTUAL BOSTON RALLY 





Prominent Company Officials Address 
Meeting Attended by 30 Eastern 
Managers and Agents 





Some 30 eastern managers and 
agents for the Union Mutual Life gath- 
ered in Boston last week for the an- 
nual two days’ sales convention held 
under the auspices of the company’s 
Massachusetts department, of which J. 
Everett Hicks is manager. President 
Arthur L. Bates, Secretary Slyvan B. 
Philips, Dr. Edwin M. Northcott and 
Superintendent of Agencies Albert E. 
Awde were among the company officials 
in attendance. 

Two sessions of sales talk and com- 
pany problems were held daily. Owing 
to the illness of Manager Hicks, Asso- 
ciate State Manager William R. Spin- 
new acted as host and _ chairman. 
Among the speakers were General 
Agent Paul F. Clark of the John Han- 
cock Life home office agency, President 
Robert W. Moore, Jr., of the Boston 
Life Underwriters Association, Man- 
ager Edward I. Brown of the Phoenix 
Mutual Boston office, Superintendent 
of Agencies Glover S. Hastings of the 
New England Mutual Life, George M. 
Mask, Union Mutual manager for New 
Hampshire and Vermont, Manager G. 
L. Brust of the Union Mutual dffice at 
Pittburgh, Pa., Manager O. P. Wheat 
of Huntington, W. Va., Manager Fred- 
erick Tucker of Philadelphia, Manager 
W. I. Joseph of Montreal, Manager D. 
A. Putney of Richmond, Va., Manager 
J. Henry Baker of Cleveland, Manager 
T. W. Bardage of Buffalo, Manager 
William Durbrow of New York city 
and Manager C. A. Forest of Provi- 
dence, R. I. 


AMICABLE’S NEW STATEMENT 





Waco Company Has Made Notable 
Progress Since A. R. Wilson 
Assumed Charge in 1920 





Marked gains are shown in the new 
annual statement of the Amicable Life 
of Waco, Tex. The company now has 
insurance in force of $23,098,061. This 
is an increase in insurance of $2,362,695, 
or 11.4 percent. During 1922 the com- 
pany issued new insurance of $5,088,412, 
a gain over 1921 of 7 percent. The 
Amicable now has total admitted assets 
of $4,661,098, or 9.4 percent, gained dur- 
ing the last year. In 1922 the company 


had a premium income of $720,048, a 





First Prize Given on 
Illinois Life Building 


OLABIRD & ROCHE, the well- 

known Chicago architects, won 

the first prize in the way of a gold 
medal for designing the most distinctive 
new building erected in the north shore 
central district in Chicago during 1922. 
The prize was awarded on the three- 
story home office building of the IIli- 
nois Life, at 1212 Lake Shore Drive. 
The Illinois Life itself was awarded 
a plaque by the gold medal commissioin 
representing the Illinois Chapter of the 
American Institute of Architects, acting 
on behalf of the Lake Shore Trust & 
Savings Bank which instituted the archi- 
tectural contest a year ago. 

Holabird & Roche said in connection 
with the prize: “James W. Stevens, 
president of the Illinois Life, deserves 
much credit for making concessions 
from a commercial point of view to the 
esthetic, which permitted us to design 
a structure which harmonizes with the 
residential district in which it is lo- 
cated.” 





gain of 8 percent. The total admitted 
assets are now $4,661,098 and surplus 
to policyholders $1,576,145. 

_ A. R. Wilson, president and actuary, 
is the principal factor in the company. 
He assumed charge of the Amicable in 
1920. The company was organized in 
1910, and on Dec. 31, 1919, had $15,- 
000,000 of insurance in force. It now 
has over $23,000,000, an increase of 
$8,000,000 in two and a half years. Dur- 
ing the first ten years of its existence 
the company wrote $15,000,000 of busi- 
ness. In the last three years the com- 
pany has paid dividends to stockholders 
averaging 12 percent. Mr. Wilson has 
placed the Amicable on a sound, solid 
basis. He has accelerated its activities 
in every department. He is one of the 
youngest life insurance presidents in the 
southwest. The Amicable operates only 
in Texas. Since 1920, when Mr. Wilson 
took charge, an entirely new official staff 
has been organized and a new agency 
force created. 


QUALIFICATION BILL KILLED 





Banker Agents Blamed for Defeat of 
Measure in Lower House of 
Kansas Legislature 





TOPEKA, KAN., Feb. 27.—It has 
become apparent that the agents qualif- 
cation law will not be enacted at the 
present session of the legislature. The 
bill came out of the house committee 
but was killed on the floor because 2 
lot of the farmer members did not think 
their friends, the bankers, ought to be 
forced to take examinations and disclose 
their knowledge of the insurance busi- 
ness. The bill is on the calendar in the 
senate and there is a slim chance to get 
it enacted in this session. . 

A great part of the insurance business 
in Kansas is written by bankers. The 
bankers are the Poo Bahs of the small 
communities. They are able to sell 
insurance where no one else would have 
a chance. They handle a large amount 
of fire and hail business for the farmers 
particularly and they also write some 
life insurance and frequently furnish val- 
uable information to life agents who are 
able to sell insurance to prospects only 
with the information given by the bank- 
ers and frequently upon the advice © 
the bankers. ’ 

In the debate on the measure 10 the 
house it was apparent that the bankers 
in the small towns had gotten in their 
work on the members of the legislaturt 
It was pointed out that the bankers 
not have to take examinations to D& 
come bankers, and as the insuranct 
business was strictly a side line with 
them and handled more for the accom 
modation of their customers than for 
the profit they received, it was ure 
as unreasonable to compel them Pe " 
examined to determine their qualific 
tions to write insurance. 
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‘i Business issued in 1922 and amount in force December 3], 1922, in various commonweallths 












































































































We Have No Magic Wand 


with which to touch and then destroy all the stones 
on the Road of Achievement. 
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New Disability Clause 


Two oan ago this Company devised a Disahiity provision which was far in advance 
of any been ously contained in a life insurance policy. We now announce 


a new Disability provision. Its features are: 

Immediate beginning of a lifelong monthly income. 

When total and permanent disability has lasted five years, the monthly payment will 
thereafter be increased 50%. 

When total and pymeenent disability has lasted ten years, the original monthly pay- 
ment will be increased 100%. 

Total disability that has lasted three months will be assumed to be permanent. 

Waiver a ume, of course, together with full annual dividends and a full annual 
increase in cash surrender value. 

As age increases, and the family income dwindles through diminishing resources, the 
disability income increases to meet the increased need of income. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 




















24,856 CLAIMS PAID IN 1922 


Most of the 24,856 claimants to whom we paid indemnity of $1,514,- 
time from ly to 





924.33 for loss of aries of illness are still ad 
their life insurance. These are delivered by our own y 
to avail himeelf of a cordial the claimant’s friends, or to 
a the claimant himself with the additional life he intends 
me. 
We can use mace goed mon to help dalives te 2/0 claim drafts we 
will issue during 1923" If you want to make MORE MONEY e letter with 
satisfactory references will bring you full parti 


BUSINESS MEN’S ASSURANCE COMPANY 
W. T. GRANT, President SAS CITY, MISSOU RI 











The Acacia Mutual Life Association 





Did Not Hi by Chance 
New ae. . in Ln L..sceeeeee eS 42,448,000.00 
Gain in Insurance in Force..........+.. 30,124,750.08 
Insurance in Force Dec. 31, intact 101,222,295.08 
A Seecececes pesseccerdeccecceccoess| | SEE 
Increase im Assets ........ceeeeeeees «es  1,518,954.00 
Increase in Reserve ...--..eeseesseee++  1,282,156.00 
Increase in Surplus ......-..eeseeeeeees 225,575. 
Insur énce Protection—Lowest Net Cost 
Absolute Security — — juare 
Satisfied Field Force 
William Montgomery, Pres. » Washington, D. C’ 








1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


OF IOWA 


A Com of Stability and Progress, 
ety and Liberality 
Admitted Assets Insurance in Force 


Dec. 31, 1912..........4+.+++.$12,431,725.00 — $ 67,326,327.00 
Seer | 313,132,592.80 


The net returns paid on funds left with the Company is 4.8 per cent. 


For information regarding agencies 
Address:—Home Office: Des Moines 


| 4 percent. 








Southland Life Insurance Co. 


DALLAS, TEXAS 
The Progressive Company of the South 


HARRY L. SEAY, President 











“The Capitol Life Insurance Company desires to obtain the 
services of good, reliable agents in all unoccupied territory. 
Please address the company for further information.” 


The Capitol Life Insurance Co. of Colorado 


Clarence J. Daly, President 
Denver, Colorado 














| WITH INDUSTRIAL MEN | 


NEWS OF PRUDENTIAL MEN 
Promotions and Transfers Announced 
in Various Districts—Men Who 
are Making Records 











Stanley Cihocki, assistant superintend- 
ent of the Prudential at Wilkes-Barre, 
Pa., has been promoted to the superin- 
tendency of the Charleston, W. Va., dis- 
trict. 

Agent John F. Jordan, of Birmingham, 
Ala., district, was recently advanced to 
rank of assistant superintendent, to take 
charge of a staff of men in the same 
district. 

Agent Frank M. Coley of Atlanta, Ga., 
district, has been called to a more re- 
sponsible position, in that he will super- 
vise an assistant superintendency staff 
in that district. 

Agent John J. Bernert, of Wheeling, 
W. Va., district, is hitting up some 
stride in ordinary net issue for 1923. 
It has placed him in the lead at this 
time among all the agents of Division N. 

Assistant Superintendent E. Garfield 
Perkins, of Wheeling, W. Va., is the pace- 
maker for 1923 in ordinary net issue in 
the race for highest honors among Divi- 
sion N assistant superintendents. 

Agent Albert E. Young of the Gales- 
burg district has made an all-around 
record that is a credit to him. He was 
the leader of his district in both indus- 
trial and ordinary for the year of 1922. 

John Muchalight of the Waterbury, 
Conn., has just been promoted to an 
assistancy in that district. This assist- 
ant, while but a year in the service, has 
a very commendable record. 

The Columbus, O., district, not satis- 
fied with having taken all honors along 
production lines in division F for 1922, 
has again taken the lead for 1923 both 
in industrial and ordinary. 

Agent Paul E. Fisher of Cincinnati 
No. 2, has completed 25 years of contin- 
uous service with the Prudential, which 
entitles him to membership in class E 
of the Prudential Old Guard. The event 
was celebrated by the members of the 
staff carrying on special activity in the 
industrial department. 

Agent Franklin A. Yoke of Joplin, Mo., 
has made a fine start for 1923, and has 
the honor of leading the agency staff of 
Division “L” in securing industrial busi- 
ness, 

A Louisville agent who is attracting at- 
tention to his work is Agent A. W. King, 
who, operating a debit of approxi- 
mately $220, carries arrears of less than 
This condition is, of course, 
reflected in the advance payments which 
aggregate considerably over three times 
the amount of the debit. The account 
of Agent King never shows collections 
of less than 100 percent. His ordinary 
activities, too, are invariably followed by 
splendid results. 

The following agents in division M 
have been advanced to the position of 
assistant superintendents: John B. 
Craddock, Trenton, N. J., district; Harold 
T. Davenport, Warren M. Cobb and 
Joseph S. Laning, all of the Newark No. 
1 district; Charles Lehmkuhl of the West 
Hoboken district. 





Thacker Made Manager 

R. O. Thacker of Brazil, Ind., superin- 
tendent at that point for the Public Sav- 
ings Life of Indianapolis, has been made 
manager for the company in the La Fay- 
ette district. Agent O. M. Ford of Terre 
Haute supersedes Mr. Thacker as super- 
intendent at Brazil. 





W. F. Raetz F 

W. F. Raetz, former district manager 
for the Metropolitan Life in Ottawa, IIL, 
has been appointed the company’s man- 
ager in Decatur, Ill, and will head the 
agency covering the territory in a radius 
of 75 miles. The territory was formerly 
in the Springfield district but increased 
business has made advisable the organ- 
ization of a new agency. 


Plans New Building 

The Home Friendly Insurance Company 
of Baltimore is preparing plans for the 
erection of a new home office building in 
that city. The residence of the late 
Charles J. Bonaparte, former attorney gen- 
eral of the United States and secretary 
of the navy, was recently acquired by the 
company. The building has an interesting 





Participating Insurance 


At Non-Participating Rates 

ORDINARY LIFE 

(Minimum Policy $5,000 
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MANAGERS WANTED 
James A. Fulton, Manager 








FIDELITY LEAD SERVICE 


brings the agent into contact with inter- 
es buyers of life insurance. 
we distributed 47,604 
terested prospects 
In 1921 


information. 


direct leads—all in- 

had requested 
this service, and 
Fidelity’s original policy contracts, brought 
us within 74% of the unparalleled new 
business result of 1920. 

Fidelity operates in 40 states. Full level 
net premium reserve 
force over $223,000.000. Faithfully serving 
insurers since 1878. 

4 few agency openings for the right 


FIDELITY MUTUAL LIFE 


it year 


Insurance in 








New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 


tive. 


Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 


Burlington, Iowa 
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Capable Policy-Placers 


Can always find a satisfactory oppor 
tony Ser for work with this Company in 
~— who ee 

premi: as well as write the ap- 
vite tions. Why not make inquiry 
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Ton Mutual Life Insurance Co. 
PORTLAND, MAINE ' 
Address: ALBERT E. AWDE, Supt. of 
Agencies 
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history. It was once the home of the 
famous Betsey Patterson, wife of Prince 
Jerome Bonaparte. It faces 60 feet on 
Park avenue and runs back an even depth 
of 150 feet on Centre to Plover street, thus 
having frontage on three streets. The 
present plans calls for a modern 10-story 
building. The street floor will be devoted 
to stores dealing in a select grade of mer- 
chandise and a large banking room will 
be equipped with vaults and modern fix- 
tures. The executive offices and other 
departments will occupy the second floor. 
The agency staffs will be quartered in 
the home office building. The remaining 
space will be leased to professional men 
to carry out the professional atmosphere 
of the highest class. 


Metropolitan’s Virginia Rally 


The year 1923 is going to be a record- 
breaker for business production of the 
Metropolitan in Virginia. Such was the 
assurance given at the triennial state 
convention of the company held in Rich- 
mond, Feb. 24. Already, according to 
those making reports, the production 
so far in 1923 is considerably in excess 
of that for the early part of 1922. The 
meeting was attended by upward of 200 
managers, assistant managers and lead- 
ers and by practically all the agents in 
the Richmond territory. It was also 
marked by the presence of the follow- 
ing home office officials: Haley Fiske, 
president; F. O. Ayres, vice-president; 
Robert Lynn Cox, vice-president; Dr. 
Lee Frankel, vice-president; William H. 
Stewart, superintendent of agencies, 
southern territory, and T. J. Miller, su- 
pervisor. President Fiske, in a talk at 
the banquet that followed the business 
meeting, sketched the welfare work that 
the company is doing in Virginia and 
pointed out that contrary to a belief 
in many quarters the bulk of the money 
collected in premiums is not going into 
Wall street, but is being returned to 
Virginia in the shape of loans for the 
improvement of housing conditions and 
the purchase of municipal bonds. He 
was followed by Dr. Frankel who gave 
a stereopticon lecture illustrating the 
work of agents and nurses along wel- 
fare lines. R. Waverly Smethie, assist- 
ant manager of the Richmond district, 
was presented a medal for paying for 
more than $1,000,000 of personal busi- 
ness in 1922. 


Kansas Bill Through One House 


TOPEKA, KAN., Feb. 27.—The bill to 
relieve life companies writing indus- 
trial insurance in Kansas from the ap- 
plication of the forfeiture statute has 
been passed by the house of representa- 
tives. It is on the calendar in the sen- 





ate, but it is doubtful whether the 
measure will be enacted into a law at 
this session. The bill got through the 
house with a small majority and there 
has been quite bitter opposition to it. 
It was urged that the industrial insur- 
ance was written entirely for poor men 
and women and that they were entitled 
to more protection than the buyers of 
ordinary life insurance. It was claimed 
as unfair to exempt the poor working 
people from the operation of the law. 

The companies, however, pointed out 
that the extra work necessary for the 
handling of the industrial policies under 
the forfeiture law was so great that the 
policyholders did not get as good a rate 
or buy their insurance so cheaply as 
those in other states. 

The opponents of the bill urged that 
the legislature ought not to take away 
the forfeiture requirements for this class 
of insurance so that the neglect of an 
agent or the moving of a policyholder 
might act to a forfeiture of the insur- 
ance and all the money that had been 
paid in to the company. 


Reorganize Public Life & Accident 


The Public Life & Accident of Nash- 
ville, Tenn., which commenced business 
last August with a capital stock of $200,- 
000, was reorganized last week. W. 8S. 
Guest, who has been prominent for sev- 
eral years in the organization of finan- 
cial institutions in the south, was put 
at the head of the new organization as 
president. He succeeded E, S. Hayner, 
who remains with the company as a 
member of the board of directors. 
Shotwell was elected vice-president; W. 
S. Anderson, secretary and treasurer, 
and Dr. I. N. Hyde, medical director. 
Prof. W. P. Morton, Springfield; Dr. Har- 
ley L. Acuff, Knoxville; L, C. Haney, E. B. 
Thacker and E. 8S, Hayner comprise the 
board of directors. 


Life of Virginia Promotions 


The Life Insurance Company of Vir- 
ginia has appointed Traveling Inspector 
H. L. Austin, formerly of Charlotte, 
N. C., district manager at Columbus, O., 
and Agent J. M. Fagg of Indianapolis 
has been appointed assistant district 
manager. Assistant District Manager 
J. Kratky of Cleveland has resigned and 
Agent Charles Bebrits has been ap- 
pointed to succeed him. Agent A. G. 
Grund of Indianapolis has been ap- 
pointed assistant district manager to 
succeed E. Arnold, who has resigned. 
Sam E. Leigh has been promoted to as- 
sistant district manager at Elizabeth, 
N. C. Dalton E. Leary of Washington, 
D. C., has been appointed assistant dis- 
trict manager at Detroit, Mich. 








NEWS OF LOCAL ASSOCIATIONS 




















Cleveland, 0.—Chas. J. Rockwell, di- 
rector of the Carnegie School of Life 
Insurance Salesmanship, addressed the 
February meeting of the Cleveland asso- 
elation, taking as his subject “The In- 
terview.”” There was a good attendance. 
‘A unique feature was the introduction 
by president Byrne of the newly ap- 
pointed members of the advisory coun- 
cil, who were seated at the speaker's 
table extending the whole length of the 
Ww inton ballroom. Thirty different com- 
panies are represented by this advisory 
committee and most of the members 
were present. Ray S. Davies of Wash- 
‘ington, connected with the editorial de- 
partment of the U. S. Chamber of Com- 
merce, made some interesting remarks 
regarding the co-operation the Cham- 
ber desired to extend to insurance men 
throughout the country. 


denne, Rew course in life insurance un- 
erwriting which is being promoted in 
= larger cities by the Y. M. C. A. 
schools has been adopted by Cleveland 
idl, underwriters, and plans are rap- 
ty being made to open the sessions 
within a short time. 


whe school of commerce of the local 
ta furnish the texts and class 
- ut instead of a single instructor 
ji, will be given by a staff of 
Sen oe and successful salesmen 
> pall  nevelane associations, under 
ps ordination of its executive secre- 
Ty, Clinton F, Criswell. 


Herman Moss, general 

. agent of the 

setae Life of New York, was chair- 
of Ae the special committee in charge 
» = oe the new life insurance 
¥ a the other members were: 
' tne manager, Travelers; John 
Harold seneral agent, Penn Mutual; 
earce, manager, Guardian Life, 


and Walter H. Brown, manager, Pruden- 
tial. 
* * * 

Eau Claire, Wis.—About 100 Chippewa 
Valley life underwriters gathered - in 
Eau Claire last week for the monthly 
meeting of the Chippewa Valley associ- 
ation. H. M. Laflin, from the home of- 
fice of the Northwestern Mutual Life of 
Milwaukee, was the principal speaker. 

x * * 

Columbus, 0.—The new course in life 
insurance at the Y. M. C. A. was inaugu- 
rated this week with Ralph W. Hoyer, 
president of the Columbus association, 
and Howard W. Allen, directing instruc- 
tor, in charge. Mr. Allen is a former 
instructor at Miami University and has 
been an insurance man for six years. 
The course will continue 18 weeks. 
Among those engaged to give lectures 








American 


ASSETS 


Real Estate Owned 


coececerese $ 917,417.61 Net Reserve (American Expe- 
Mortgage Loans «---eeseeevees 5,352,594.38 rience 3 and 3% per cent)...$11,202,951.35 | 
Collateral Loans ..... oepeesses 25,000.00 Special and Contingent e 
Loans Made to Policyholders SRTUED  cccnndncnuscopacesccess 173,682.00 
(on this Company's Policies) 1,458,245.93 Reserves for Death Losses in 
Bonds | «+. +++-eeeeseeererevereres 4,214,350.01 Process of Adjustment...... 134,739.47 
Cash _ in Banks...... peranetsess 1,718,881.46 Reserve for Taxes, etc..... : 89,770.93 
Certificates of Deposit ........ 7,848.15 Miscellaneous Liabilities .... 139,656.13 
Interest Due and Accrued..... 316,604.78 Capital Stock.. ..$1,000,000.00 
Deferred and Uncollected Pre- Surplus .......... 1,555,824.05 
_miums  ....+- seeeeeeeterseeeses 284,967.99 Surplus Security to Policy- | 
Unearned Premiums on Fire In- NNN Sictadiaxabnscctcsksoanme 2,555,824.05 
surance Policies .......+.+++++ 713.62 Ronse z 
TOTAL  .ncccccccccccccvecces $14,296,623.93 BOT AEs ccvcccccecescveseces $14,296,623.93 
Gains Made During Year Ending December 3ist, 1922 
Increase in Insurance in Force.................<sss005 $23,758,023.00 
Increase in Admitted Assets... ........ 5... 66.sceceeuus 2,623,687.00 
ROSPERRD Bp BAe cccocscescccccccccvcsccesosocceceses 741,928.24 


LIFE INSURANCE IN FORCE, $181,457,796.00 
Paid Policyholders or Their Beneficiaries Since Organization, $12,549,109.96 


Ordinary Life, Industrial Life and Accident Insurance 
to Meet the Requirements of Every Insurable Person. 


Operates in Twenty States and the Republic of Cuba 


W. L. MOODY, JR. 
President 


National Insurance 
OF GALVESTON, TEXAS 


. SHEARN MOODY, 
Vice-President 


FINANCIAL STATEMENT, DECEMBER 3lst, 1922 


LIABILITIES 


Company 


W. J. SHAW, 
Secretary 














H. M. HARGROVE - 


Beaumont, Texas 


To the Man Who Is Willing—and WILL 


We are prepared to offer unusual opportunities for 
money-making NOW and creating a competence for 
the FUTURE 


For Contracts and Territory, Address 


President 











“SAFE AS A GOVERNMENT BOND’ 


©) The OHIO STATE LIFE 


LIFE. HEALTH. ACCIDENT “2M 


LATEST POLICIES AND AGENCY CONTRACT Ba'USU\HE: 
Openings OHIO, IND., KY., MICH. and W. VA. Write Columbus 


Sste-> 





Northwestern National Life Insurance Company 


MINNEAPOLIS, MINNESOTA 


Mutual, with unexcelled dividend factors. 
Mortality, 1922, 42% 

Interest earned upon mean invested assets 6.15% 
Assets of $109 to each $100 of liabilities. 


Business in force, Dec. 31, 1917, $54,193,000 
Business in force, Dec. 31, 1922, $152,530,000 


Excellent direct general agency contracts available for Missouri 
Kansas, Southern Ohio and Virginia 
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Added Agency Opportunities 


Advantageous agency contracts are open to men of established ability and integrity. 
Standard policy forms are now issued to male risks between the ages of 10 and 60 and 
to female risks between the ages of 15 and 60. 


The entering of extensive additional territory is contemplated during the current year. 
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CONSERVATION OF BUSINESS 
We are reinstating, revamping and cleaning up indebted policies fur a number of Life Companies, 
thus standardizing and conserving the business, increasing the income, preventing lapses, and keeping 
the policyholders satisfied, and at practically no expense to the Companies. ha 
Our ref cover eigh years of satisfactory service, and we respectfully solicit your patronage. 
THE OTIS HANN COMPANY, Inc. 
10 So. LaSalle St. Chicago, Illinois 











Prediction more than fulfilled 





N January 1919, President C. W. Brandon of the 
Columbus Mutual Life predicted the company’s 
business in 1923 would be five times as big as that in 
1918. During 1922 the company’s business was ac- 
tually over nine times as much as that in 1918 and in 
1923 it promises to be 15 times as big. Production 
in December last was nearly as large as the entire 
Production for 1918. 

The Columbus Mutual Life gained in 1922 ap- 
proximately 25% in assets, surplus and insurance in 
force. The annual report will interest every man 
concerned with insurance. Write your name and ad- 
dress on the margin of this advertisement, mail to-the 
company’s Home Office at Columbus, Ohio. The re 
port will be forwarded to you. 

















are E. P. Tice, Midland Mutual; A. M. 
Kemery, Prudential; Marie H. Roberts, 
superintendent of women’s department, 
Massachusetts Life; Raymond Rhodes, 
Northwestern Life, and Dr. W. O. Thomp- 
son, president of Ohio State University, 
and president of the Midland Mutual. 
ee * 

Chicago—At the monthly meeting of 
the Chicago association this week a pro- 
posed amendment to the by-laws was 
presented, to be voted on at the next 
meeting, providing for an increase in 
dues from $6 to $8, the purpose being 
the installation of a permanent head- 
quarters, with a full time secretary. Its 
adoption was urged by several upon 
presentation, President Darby A. Day 
emphasizing the need for such an offi- 
cer in the association’s organization. He 
said that with a full time secretary the 
association should quickly take the lead 
over all associations in the country, its 
membership now being over 700. It is 
believed that the association is looking 
at P. J. V. McKian, who has been insur- 
ance editor of the Chicago Herald- 
Examiner and is known by all life under- 
writers, as the most likely candidate for 
the new post. The proposed changes in 
the by-laws not only call for an increase 
in dues, but provide a varied manner of 
payment that makes it possible for all 
to handle the sum without inconvenience. 
Provision is made for semi-annual, 
quarterly, monthly or annual payment 
of dues, as the member desires. The 
semi-annual rate would be $4.50, quar- 
terly $2.50, and monthly $1, this bring- 
ing the year’s total up to $9, $10 and 
$12, respectively, as compared with the 
$8 on the annual basis. 

*x * * 

Dallas, Tex.—The North Texas asso- 
ciation has begun its work for the year. 
Following the annual sales congress here 
last month the association mapped out 
its work for the year and will meet 
monthly for the discussion of problems 
which confront the life insurance men 
of the section in their every day work. 
The association will work along the 
lines mapped out by the National asso- 
ciation, or rather will cooperate with 
the National association in work mapped 
out for the year. 

The association is meeting as a noon- 
day club. Insurance men of prominence 
in and around Dallas will discuss various 
subjects as the year progresses and busi- 
ness men will be asked to discuss sub- 
jects of interest to the insuring and busi- 
ness public. 

Reports from the secretary’s office are 
that the association expects one of the 
best years in its history and that the 
membership is growing from month to 
month. 

x * * 

New York—The New York City asso- 
ciation will hold a sales congress in the 
Hotel Astor, New York City, March 15. 
Robert L. Jones of the State Mutual Life 
will act as chairman. Among the speak- 
ers will be James L. Madden of Wash- 
ington, D. C., manager of the insurance 
department of the United States Cham- 
ber of Commerce; Charles H. Langmuir, 
assistant superintendent. of agencies, 
New York Life; Dr. Griffin M. Lovelace, 
director of the life insurance course at 
New York University; Robert S. Moore, 
Jr., general agent, New England Mutual 
Life at Boston; A. O. Eliason, St. Paul, 
president National Life Underwriters 
Association. In the evening at the ban- 
quet two speakers already secured are 
Superintendent F, R. Stoddard, Jr., of 
New York, and Dr. F. C. Wells, medical 
director of the Equitable Life of New 
York. 

* * * 

Lincoln, Neb.—The March meeting of 
the Lincoln association will be held at 
the chamber of commerce March 3. 
President C. M. Keefer has been ill with 
influenza, but expects to be present. The 
principal address will be by A. G. Wolf- 
enbarger on “What a Hard-Up Lawyer 
Has Found Out About Insurance.” 

ea s 

Milwaukee, Wis.—Two speakers of 
national prominence addressed the mem- 
bers of the Milwaukee association of 
Life Underwriters at the monthly meet- 
ing Thursday. E. L. Carson, head of the 
Carson agency of the Equitable Life at 
Milwaukee, recently elected president of 
the local associations, was in charge. 
Owing to the holiday with business gen- 
erally suspended, an attendance of 
nearly 100 was reported. 

“Scientific Life Underwriting” was the 
topic discussed by Roy H. Heartman of 
Des Moines, vice-president of the Na- 
tional Association of Life Underwriters, 
who came to Milwaukee to address the 
local meeting. The correct method of 
adapting sales- plans to prospects for 
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life insurance was interestingly pre- 
sented by Mr. Heartman. 

Henry F. Tyrrell, legislative counsel 
of the Northwestern Mutual Life, na- 
tionally known in underwriting circles, 
discussed “Life Insurance Legislation.” 
He pointed out a number of bills pro- 
posed in the national as well as several 
state legislatures. Freak legislation af- 
fecting the insurance business has been 
introduced in Wisconsin and other 
states, the purpose of which was the 
concentration of state power with re- 
spect to insurance supervision and con- 
trol. 

The legislative committee of the Mil- 
waukee association is hard at work 
while the present session of the Wiscon- 
sin legislature is on. Bills affecting life 
insurance are being scrutinized and op- 
position will be made to such proposed 
measures that would be detrimental to 
approved life underwriting practices. 
In legislative work the association is 
cooperating with the Insurance Federa- 
tion of Wisconsin, which is giving close 
attention to all bills relating to the in- 
surance. 

*x* * * 

Fort Dodge, Ia.—The Fort Dodge as- 
sociation has made arrangements for a 
sales congress to be held some time in 
April. Arrangements are being made 
for speakers of national reputation on 
topics of life insurance salesmanship and 
che definite setting of the date may de- 
pend somewhat on their convenience. 

$26 s 

Nashville, Tenn.—Frank M. See, newly 
elected president of the Nashville asso- 
ciation has appointed the following 
chairmen of the standing committees: 
Membership, T. C. Baskette; legislative, 
c. Cc. Dabney; education and conserva- 
tion, Robert Webster and John T. Berry, 
joint chairmen; entertainment, Miss Janie 
Cockrill. C. C. Dabney, Reau E, Folk 
and H. B,. Alexander were appointed a 
committee to make arrangements for a 
banquet at a near date. 

*x* * * 

New Engiand Women’s—The February 
meeting of the New England Women's 
association was held in Boston last week 
with a good attendance of women under- 
writers from Boston and vicinity. Al- 
bert J. Farnsworth of the Farnsworth 
agency of the Equitable Life, of Boston, 
addressed the members on “A practical 
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plan for the selling of business insur- 
ance.” Mr. Farnsworth took up several 
lines of business, particularly small 
firms and retail stores, and told how 
each might be approached for business. 

* * * 

Minneapolis, Minn.—Six talks on life 
insurance will be broadcast from one of 
the stations here during the next six 
weeks through arrangements made by 
the Minneapolis association. The speak- 
ers and their subjects will be announced 
later. At the regular monthly meeting 
of the association last week, the plans 
were made known and enthusiastic in- 
terest taken by members. 

The chief speaker at the meeting was 
Dr, Frank Nelson, president of Minne- 
sota College. He spoke on “Personality 
in Business.” 

J. Walker Godwin was named on the 
executive committee to fill a vacancy 
caused by the removal from the state 
of Harry T. Miller. 

The association has added or rein- 
stated 24 members so far this year. 


CROCKER OPPOSED TO 
AGENTS’ EXAMINATION 


(CONTINUED FROM PAGE 1) 
ance companies have been appointing a 
lot of agents who were not in good faith 
in the insurance business, and this pro- 
posed new law seems to abandon the 
good faith principle and _ substitutes 
something which would apparently 
allow this character of appointments to 
go on to the detriment of all concerned. 

“If this technical test becomes a law 
and is enforced, this and other com- 
panies would have to maintain schools 
of instruction to put the applicant 
through certain intellectual stunts to fit 
him to qualify before obtaining a license, 
whereas the very best experience a man 
can get, so far as life insurance is con- 
cerned, is to take a rate book in his 
hand and go out, guided by an experi- 
enced general agent or superintendent. 


Would Be No Real Gain 


“For the state to establish a board of 
examination and for each of the com- 
panies to establish schools of instruction 
would be expensive for all concerned 
and there would be no real gain to any- 
body. Even if such a law is passed it is 
going to be difficult to induce the state 
to spend any money without additional 
taxation of the companies, and if the 
setting up of technical tests or intel- 
lectual standards is left to any in- 
dividual, group or association of insur- 
ance people, it would very likely fall 
down on account of constant bickerings 
and questioning of motives, etc. 

“The question of experience and train- 
ing of agents must be worked out by the 
companies. The concern of the state is 
that a reputable person be licensed, one 
who has good standing in his commu- 
nity and who intends to go into the in- 
surance business in good faith, and not 
for the purpose of breaking down the 
anti-rebate laws, or getting a rake-off 
on a few risks of friends, relatives or 
clients. and diverting the commission 
from legitimate agents. 

“Such a policy of licensing, consist- 
ently pursued by the state, will eliminate 
the side-liners, the so-called bootblack 
agents and curbstone brokers. It is 
perfectly feasible for any insurance de- 
partment to enforce ane 4 a law, as has 
been proven in actual experience, to the 
great betterment of the business. Of 
course such enforcement requires the 
department to make use of a suitable 
questionnaire, as is done in Massachu- 
setts and other states, and also to pub- 
lish, as in Massachusetts, the names of 
applicants for licenses before the li- 
censes. are issued. Thus the insurance 
fraternity is advised of what is before 
the department and if there are objec- 
tions these can be filed, for the con- 
sideration of the department. 


Sees Bureaucratic Methods 


“It would seem to us that fire insur- 
ance agents should hesitate about favor- 
ing a technical test law, assuming that 
such a law can be enforced. Some of 
the most successful agents in the busi- 
ness might be debarred under these 
knowledge tests, either on first examina- 
tion or re-examination. Moreover, the 


agents as a whole would very likely find 
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Newark, N. J. 
Jersey City, N. J. 
New Brunswick, N. J. 
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Greensboro, N. C. Camden, N. J. 
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MODERN POLICY FORMS 
GUARANTEED LOW PREMIUMS 
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Agents Wanted 


For local territory in I]linois and Missouri. 
Contracts as liberal as any company can 
afford to offer, combined with unsurpassed 
service to agents and policyholders. Open 
territory for general agents in IIlinois. 


Liberty National Life 
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The Barden of Success 


When a man dies, he does not die alone. Many 
things die with him. The world rolls on, but leaves 
a shattered universe behind. Take the business man: 


The master mind which directs the activities of any 
great. business holds many destinies in its power, 
Workers look to it for work — and wages; owners 
look to it for safety—and dividends; the public looks 
to it for the product of factories—or service; credit- 
ors rely upon it for payment of debts; and debtors 
rely upon it for clemency—and justice. The hopes, 
the fears, the food, and the fate of a multitude lie at 
the mercy of that master mind. And that master 
mind lies at the mercy of the angel of death. 


It is true that, given time, a successor may learn 
to grasp the numerous far-reaching threads of man- 
agement, but in the meantime cash, and cash alone, 
will save the little universe created by that master 
mind from crashing. This is history. 


Is your knowledge of business life insurance such 
that you can show the business man how this 
burden of responsibility to others may be shifted 
from his shoulders to life insurance? 


The Franklin Life Insurance Compan 


Springfield, Illinois ' 


chinery and bureaucratic methods which 
would become most distasteful, and 
make them wish a hundred times over 
that they had never favored any such 
inquisitory proposition. Far better, in 
the opinion of this company, would it 
be for all of the insurance interests to 
join hands in requiring each and every 
state to pass a law covering the general 
principle of qualification, applicable to 
all classes of insurance agents, such as 
embraced in general terms in the uni- 
form law favored by the National Con- 
vention of Insurance Commissioners in 
1914 and which recommendation is still 
in force and is now the basis of the law 
in a number of important states.” 


UNION CENTRAL LIFE 
AGENTS CONVENTION 


(CONTINUED FROM PAGE 2) 

and briefly sketched the giant strides 
made by the company and the out- 
standing position it holds today. In 1922 
the business showed a gain of 14 per- 
cent over the previous year. The gain 
in insurance in force was more than 
$66,000,000. The amount of insurance 
at the close of the year was nearly 
$900,000,000. The dominating thought 
with the company is how best to serve 
the interests of the policyholders. “We 
are ever working in that direction,” said 
Mr. Sage. He referred to the high rate 
of interest earned by the company last 
year and its very favorable mortality, 
pointing out that this results in a larger 
return to policyholders. 


Emergency Values 


“Whenever a policyholder begins to 
fool with cash and loan values the pol- 
icy begins to die,” said H. M. Standish 
of Chicago in discussing this subject. 
In the canvass or at any other time he 
thinks the cash and loan values should 
be referred to only as “emergency val- 
ues.” 

Substandard business was the sub- 
ject of an interesting talk by Dr. Wm. 
Muhlberg,medical director of the com- 
pany. A number of companies have 
realized that medical selection in the 
past has been a bit too severe and he 
thinks it the logical thing to write sub- 
standard business in a limited way. The 
Union Central is exercising particular 
care not to discriminate on border line 
cases, said Mr. Muhlberg. Standard in- 
surance has first call, the other being 
merely a convenience to our agents. 


Jerome Clark Speaks 


Jerome Clark, assistant superintendent 
of agents, spoke of the service bureau 
and what it has accomplished. He out- 
lined the results secured during the past 
year through direct mail advertising and 
circularization methods. 

The advantages of the total and per- 
manent disability clauses were empha- 
sized in a very forceful address*by Car- 
los R. Mosely of Spartanburg, S. C 
A policy without this clause becomes 
i lability instead of an asset when a 
man most needs it, declared Mr. Mosely. 
He referred to the clause as a life line 
capable of pulling a disabled man back 
to health. 

Use the double indemnity feature 
for the final punch in your canvass 
when the occasion warrants and be sure 
the occasion warrants, said Frank G. 
Leiberman of New York. 

Talk by John L. 


The Monday morning session was 
closed with a characteristic talk by 
John L. Shuff of Cincinnati. Mr. Shuff 
is convalescing from an attack of influ- 
enza but could not forego the pleasure 
of meeting with the boys, even if only 
for a day. Tuesday he returned to Pass 
Christian, Miss., where he is resting. 

Other speakers at the Monday ses- 
sion were O. S. Lasher of Oklahoma 
City, R. B. Teitrich, Harrisburg, Pa., 
and Stephen Mahon. 

Preble Tucker’s Address 
Preble Tucker, statistician of the New 


York office started the ball rolling 
Tuesday with an able talk on corpora- 
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tion and partnership insurance, suggest- 
‘ing lines along which’ agents should 





proceed. The need of business insur- 
ance among large and small concerns 
is great. Agents should specially pre- 
pare themselves for writing this class 
of insurance as it is essentially different 
from, personal insurance. Business in- 
surance, he said, provides for a demand 
liability for which no sinking fund is 
procured, this liability arising when 
death overtakes a partner or an im- 
portant executive of a corporation. 


Covering Estate Hazards 


A very comprehensive paper on the 
subject of “Covering Estate Hazards 
and Inheritance Taxes” was read by E. 
A. Brashears of Washington, D. C. Any 
one rated over $50,000 is a prospect for 
this class of protection, said Mr, 
Brashears. He explained various fea- 
tures of the federal and state tax laws 
and showed the inroads they make on 
big estates often endangering bequests. 
To the man of great wealth you may 
appeal to his pride in leaving his estate 
intact as a monument to him, as well 
as from the viewpoint of love of fam- 
ily. 

In discussing monthly income, §, 
Howard Swope of Cincinnati said he 
talks settlement options after the pok 
icy is purchased. He believes much 
more constructive work can be done 
with the policy before assured than on 
application. 

Fine Services of Life Insurance 


S. P. Thompson of San Francisco 
enumerated the five services of life in- 
surance as follows: 

1. Payment of “clean up” bills. 2 
Payment of debts such as mortgages, 
etc. 3. Income for wife. 4. Education of 
children. 5. Income for self in old age. 
He presented a life program to take 
care of these needs. 

Jesse R. Clark, Jr., treasurer of the 
company, gave some illuminating data 
on the present and future demand for 
farm loans. The Union Central has 
farm loans in 33 states and at the be- 
ginning of 1922 had $112,000,000 or 69 
percent of the company’s assets in- 
vested in farm loans. 

A telegram of regret was sent to 
Vice-President Allan Waters, who is ill 
in a Baltimore hospital. 


Wednesday's Session 


Judge Orbison in his talk proved con- 
clusively that there was nothing certain 
in material values and that for the pro- 
tection of loved ones life insurance was 
the only real safeguard no matter how 
great the estate. 

Trust agreements and how to uwsé 
them was the subject of a very able 
paper by Vice-President Williams. 

Other speakers were Jno. M. Sey- 
mour, of Selma, Ala.; M. G. Hodnette, 
of Denver; O. J. Fischer, of Dayton, 
Ohio. and Allen Gates of Little Rock. 
H. A. Weberman, of San Antoni, 
Texas, who led all magnets of the 
country last year with a personal pro- 
duction of more than a million, was 
presented with a silver loving cup bY 
the San Antonio agency. 

It was announced that the company 
would now write as much as $300,000 
on a single life, the previous limit being 
$200,000. 

Cincinnati was selected as the next 
convention city, the time being set for 
the latter part of April, 1924. The ses 
sions were presided over by President 
Sage. 


Massachusetts Mutual Promotions 


A number of promotions were made 


at the home office of the Massachusetts 
Mutual at the annual meeting of ee 
directors held recently. Richard Little; 
of the actuarial department, was electe 
assistant actuary. Wrayburn M. a 
ton, agency inspector, was advanced 
assistant superintendent of agencies 
Anthony E. Veith and Joseph M. wm 
assistant agency auditor, will here 
give his entire time to the ogre st 
of the agency auditing department a 
the home office under the title of m@ 
ager of that department. 
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